THE 
DIT WO 
The Official Organ of the. 


RETAIL CREDIT MEN'S 
NATIONAL ASSOCIATION 


Incorporated 

















WUT 






























































- 7 _ — — ™ 
Bs em Sek ei (nc let le On i et 
























































































































































=k 



































































































































































































































































































































































































































































































































44S SS <p 333353 
















































































































































































Photo - Courtesy Remington Typewriter Co., New York 






























































ene 30 TS- —333 3G SHH 
fe | a ey i 7 


== Cee 


























AS oe cl REDIT OFFICE oui, 
RHODES BROS. DEPT. STORE 
TACOMA, WASH. 
VOLUME X DECEMBER 
NUMBER IV 1921 





Standardization of Credit Operation and Co-operation Among 
Retailers Means Better Service With Minimum Loss 
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ARE YOUR COLLECTIONS SLOW? 


These ‘‘Aids To Collection” Will Help You— 
Promptly, Efficiently 


The inserts shown below are of convenient size for enclosing with your statements—- 
res 

O YOU REALIZE how the failure to pay 
S afeg u ard D your accounts when due affects your credit 


standing? 
Your Credit Your current bills should be paid promptly. If 


there is a reason for delay, make immediate explan- 
ation to your creditor. He is entitled to that con- 
sideration. 


Promptness in the payment of your bills is a 
CREDIT BUILDER. 





oe RETAIL CREDIT MEN’S NATIONAL ASSOCIATION 
ORGANIZED FOR THE PROTECTION OF RETAIL MERCHANTS 


— Ee—_= a 


EXECUTIVE OFFICES - . . SAINT LOUIS, MO. 
—= O _——_=a —_=a O_O La Sa 6 a 


Over 50,000 of these inserts were ordered by members during October. 


By buying in large quantities we can furnish them to you at $2.00 per thousand— 
much cheaper than you could have them printed. 





Use These Electros— 
On your letter heads, bills and statements. Cuts below are actual size. 


SQUARE *": WORLD 


Fifty Cents Fifty Cents Seventy-five Cents One Dollar 





ORDER TODAY FROM NATIONAL OFFICE 



































The Credit World 

















We provide a means for collecting your old charged 


off accounts—no matter how old or where the debtor 
is located. 


We post a guarantee with every system. 
That guarantee is Cash—not conversation 


Our system has been successfully used by practically 
every class of creditors. Amongst them are some of 
the largest corporations in the world in their respective 
lines. 


No commission or extra fees 


All money paid direct to creditor 


Write, phone or call our nearest branch office and 
representative will gladly call and explain our system 
without any obligation on your part. 


A 10 minute interview convinces you that we can do what we claim. 


GENERAL OFFICES 





BRANCHES Suite 1026-30 Title Guaranty Bldg. BRANCHES 
' ST. LOUIS, MO. 
NEW YORK NASHVILLE 
PHILADELPHIA 


BIRMINGHAM, ALA. 





BINGHAMTON, N. Y. MEMPHIS, TENN. 





CHICAGO KANSAS CITY 
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Simonds & Adams finds Lamson System 


Makes Business Easier to Manage 


66 ITH our new Lamson system 
we don’t have to worry about 
‘the handling of cash or charges 
even during our busiest sales,’ writes Mr. 


Earle Powers, General Manager of the 
Simonds & Adams store, Haverhill, Mass. 


“During our Dollar Day sale, for 
example, we added sixty extra sales people 
and broke all records for business taken 
and customers handled. All this was 
done without adding floor cashiers or 
extra equipment. 


“Our Lamson centralized system en- 
ables any clerk to close any sale promptly, 
anywhere in the store. We can move 
the clerks around the store a dozen time's 
a day if necessary to care for the fluctuat- 
ing demands of our trade. 


“For a store like ours | believe that 
the Lamson System offers the best poss: 
ble way of handling our business.” 


R. POWERS’ views on centralized service ared 
M particular interest, as his work as Service Mar 

ager of Jordan Marsh Co., Boston, and Stor 
Manager of A. I. Namm Co., Brooklyn, has given 
him a broad experience with the different methods 0 
handling cash and charges. 


With the new Lamson Central station, as illustrated, 
charge carriers go direct to the authorizer located at the 
further end of the desk. Cashiers do not have to 
handle charge carriers, nor do authorizers have t 
bother with the cash. 


While most charges can be authorized in the central 
station from the index records, doubtful charges at 
sent to the Credit Department upstairs in a few seconds 
through a direct tube connection. 


The Lamson system is essentially the credit man‘ 
system, as it furnishes the accurate records and the pro 
tection that is so necessary in handling charges. May 
we explain the advantages of this new system as applie 
to your particular needs? 


THE LAMSON: COMPANY 
BOSTON, MASS. 


Branches in the principal cities 
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The Season's Greeting 


OR the majority of our mem- 


bers these are days crowded 
with business worries, but on De- 
cember 25 we turn our thoughts 
from sales and accounts to the 


higher things of life—the love of 
With a 
hearty handshake, a clear eye and 


God and our fellow man. 


voice ringing true, let us wish each 
friend and co-worker a MERRY 
4 CHRISTMAS and a HAPPY 
NEW YEAR, a wish that has for 
centuries been echoed in palace and 
hovel alike the world over, and 
makes us all akin. 

| The Editor and Publishers of 
the Credit World take .this op- 
portunity to wish each reader the 
Season’s Greetings. 
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WORKERS 


It has been the Editor’s privilege to have 
been in close touch with the men who have 
served as Presidents of the Retail Credit 
Men’s National Association, Nelson, Lawo, 
Blackstone, Blandford, Crowder, Taylor, 
Wright, Gilfillan, all leaders who had 
reached the highest office in our Association, 
all men holding responsible positions in the 
Retail Business World, positions which they 
have held for years and I ask why is it that 
our Leaders are always men whose days 2re 
always crowded with Business affairs? How 
did they ever find time to promote the Na- 
tional Association? The answer is that they 
we workers. They tackle every task with 
‘nergy; they put forth every effort to accom- 
Plish results and all can testify to many hours 
f over time and burning of midnight oil. 

Not all men are born to be leaders, but, 
many now struggling at the foot of the lad- 
det can advance by becoming workers— 
workers in their business—workers in their 
local Association—workers in the National 


Association, 


EDITORIAL 


DISCOVERING THAT WE ARE TWINS 


OR .a long time I have held that the Re- 
Fi Credit Man was in a class by him- 
self in that only a small percentage had 
raised themselves above the Chief Clerk 
Class and become real factors in the Business 
Building of their Firms and Community— 
but, in conversation with a high official of the 
Wholesale Credit Men’s Association I was 
told that 75% of their memberships required 
the O.K. of a higher authority before the 
Credit Man could join the Association. 

Think of it men who have the making or 
breaking of a firm in their hands—men who 
pass out thousands and even millions of dol- 
lars of their employers’ merchandise—men 
whose judgment holds the losses from Bad 
Debts to an almost negligible percentage, 
have no authority to approve the expenditure 
of a paltry sum to pay for their membership 
in an Association where they will be able to 
mix with other Credit Men and by an ex- 
change of thought grow and expand. 

A meeting was advertised in a large city 
boasting 1000 or more members and a na- 
tionally known Credit Man was to talk. 
About 100 attended. Why? Because the 
price was $2.50 per plate. The Credit Man 
had no authority to sign a voucher and there 
were only a few Merchants with large 
enough vision to say “Smith I want you to 
go hear that talk to-night and learn some- 
thing.” 

see! This sounds just like the troubles 
of a Retail Credit Man! But things are 
changing, and we are coming into our own, 
not by the Union Labor method of “member- 
ship means efficiency,” but, by educating the 
individual Credit Man. The wise Merchant 
of to-day is the one who not only permits 
his Credit Man to take an active part in 
his Credit Men’s Organization, but insists 
upon his doing so. Merchants should re- 
member that money spent in educating and 
improving their employees always comes back 
one hundred fold in increased efficiency. 

The same wholesale official told us many 
things that made us feel that their proposi- 
tion is not so different from ours. We are 
twins in many respects and as such let us 
work together for the development of the 
Credit Family. 


THE DIRECT INQUIRY 
HROUGHOUT the length and breadth 
ha the land there rages a fierce discus- 
sion as to whether the direct inquiry shall 
be direct or indirect. 


Five of our most able men at the Houston 
Convention presented masterly papers show- 
ing clearly that the direct inquiry should be 
cleared through the local clearing house. 
These five were none other than Messrs. 
Metcalfe, Gilfillan, Weir, Meyer and Tram- 
mell. And yet, mirable dictu, the direct 
forces will not down. A new champion has 
arisen in their midst in the person of Stone 
of Washington, who has been directing a 
fierce bombardment at Radway, Rauch, et al. 

What then are we of the rank and file to 
do when those of the ponderous intellect so 


differ? 

What other than follow the leadership of 
the large majority of the membership who 
favor referring the direct inquiry to and 
through the central reporting exchange. 

Gilfillan “opines” that “95% of replies re- 
ceived from references given contain noth- 
ing but favorable information.” If he can 
substantiate these figures Messrs. Hardcastle, 
Stone, et al, will have here a stiff argument 
to overcome. 

Until the Directs have died in the last 
ditch singing “Thou shall not pass” let us 
not antagonize them by arbitrary rules 
which, like the traffic laws, differ in every 
city. If their references do stray within our 
midst treat them kindly, them 
“pronto.” 


answer 


NEW DIVISIONAL MEMBERS 


New York, N. Y. (Bureau) 
Detroit, Mich. (Bureau) 
Toledo, Ohio (Bureau) 
Grand Junction, Colo. 
Kansas City, Mo. (Bureau) 
St. Louis, Mo. (Bureau) 
San Angelo, Tex. 
Douglass, Wy. 
Orlando, Fla. 
Parsons, Kan. 
Camden, N. J. 
Sapulpa, Okla. 
Tulsa, Okla. 
Canton, Ohio 


Providence, R. I. 
Newman, Calif. 
Hibbing, Minn. 
Muskogee, Okla. 
Clinton, Iowa 
Sealy, Texas 
Pawhuska, Okla. 
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“CREDIT MAN IS TRAFFIC COP .OF 
RETAIL BUSINESS” 

Secretary Retail Credit Men’s National As- 
sociation Addresses Ad-Selling League. 
David J. Woodlock of St. Louis, secretary- 

treasurer of the Retail Credit Men’s National 

Association, and E. M. Reynolds, president 

and general manager of the Eldredge-Rey- 

nolds Company, were speakers at what mem- 
bers said was the most “worth while” 
meeting of the Advertising-Selling league this 
held in the Hotel 

room on Oct. 14. 

Mr. Woodlock, in his talk, 


credit man the “trafic cop of retail busi- 


season, Fontenelle ball- 


termed the 


ness.” 

“The credit man,” he said, “can make or 
He should know that he 
can and should be one of the biggest busi- 
ness builders of his organization.” 

Credit Man Abused 

“The crabby, pessimistic credit 
man can do more harm than a fire. The 
credit man must be a salesman, as well as a 


break a concern. 


cynical, 


He should know every 
detail of the organization for which he is 


judge of character. 


working; and he should be willing to co- 
operate with the sales force.” 

Mr. Woodlock spoke humorously of the 
abuse received by credit men; of the manner 
in which they are cramped into small offices, 
and of how they antagonize the sales force 
by refusing credit and receive condemnation 
from the “boss” if credit losses are sustained 
through their leniency in extending credit. 

“Give the credit man a big office, where 
he can dream big dreams,” advised Mr. 
Woodlock. 

During his talk Mr. Woodlock compli- 
mented the Associated Retail Credit Bureau 
and Credit Men’s organization here, and 


“Credit is here to stay.” 


urged that it be supported. 
Annual Business Increased 


“Increasing Trafic in a Store,” was the 
subject of Mr. Reynold’s discussion. He told 
of the increased annual business of the Eld- 
redge-Reynolds Company in a period of three 
years from $200,000 to well over the million; 
asserted that the sales for this month would 
be as large as those of last November, and 
declared that the “pessimist is the greatest 
menace” to business today. 

“Thanks to the 
Omaha there is a minimum amount of false 
advertising here,” Mr. Reynolds declared. 

The “Ad-Sell” 
be sponsored by one section of the club, the 
retail section being in charge. L. C. Hamil- 
ton of the Updike Lumber and Coal Com- 
pany presided—From Omaha Bee. 


splendid daily papers in 


meeting was the first to 





The greatest loss of time is delay and ex- 
pectation, which depend upon the future. We 
let go the present, which we have in our 
power, and look forward to that which de- 
pends upon chance—and so 
certainty for an uncertainty.—Seneca. 


relinquish a 


NATIONAL THRIFT WEEK 

The Retail Credit Men’s National Associ- 
ation has indorsed National Thrift Week as 
conducted annually by the Y. M. C. A. This 
year it will be held January 17th to 23rd and 
Saturday January 21st, has been designated 
as “PAY YOUR BILLS PROMPTLY 
DAY.” Secretaries of Local Associations are 
asked to co-operate with their Local Y. M. 
C. A. Secretary and make a success of this 
day of Thrift Week. President Nelson has 
appointed Mr. C. P. Younts of the Barringer- 
Norton Company, Texas, as 
Chairman of our Pay Your Bills Promptly 


Houston, 


Committee—Get in touch with him—. 





WORTH WHILE SERVICE! 

In the November Credit World we pub- 
lished the names of 250 persons whose ad- 
dresses were wanted. ‘Twenty days after 
the Magazine was mailed we had received 
information on 26 of these and enabled our 
members to collect their accounts. 





BILL GRAY THROWS HIS HAT IN THE 
RING 

All District and State Chairmen, please 
take notice; Mr. William H. Gray of Cleve- 
land, Chairman for Ohio, has started his 
campaign and gives the entire membership 
fair warning that Ohio will not alone have 
the 1922 Convention, but will carry off the 
honor for having the largest increase in mem- 
Cleveland will be the 
largest Local Association (not even excepting 


bership for any State. 


New York) and there will be more organized 
Locals in the Buckeye State than in any in 
the Union. 

The way “Bill” has started to work would 
indicate he is in dead earnest. Twenty-five 
able lieutenants will help him make “other 
State Chairmen look like selling platers in a 
State Race.”—(Quotation from Bill’s Letter.) 





STANDING OF STATES IN 
SHIP INCREASE 
New Members Secured Since August 1, 1921 


MEMBER- 


NORTHEASTERN DISTRICT 


(J. M. Connolly) 
NEE ceed.dubak wha wade kdads beid 29 
ee een ee 6 
86a tit 3: dase Rae emg ea 3 
EET ETC Ee 0 
I koe CEs ease sige e de cee ae 0 
Pe CIN. acnicnniagxe nd baee.ccceaie 0 
38 
EASTERN DISTRICT (J. R. Hewitt) 
a er ree 13 
IE. h.ncdaewscsvacis gus ces «sa 10 
DN EE ene ctastecuress 4 
EN kckekdncnen da ee sae 2 
PE NE ee ee ase ecdeccebcesMosceien 0 
EE a Lacavgnthiesine sy easauee san 0 
Sr SE a ncececesviuctveseces 0 


———s 


CENTRAL DISTRICT (D. W..Ahl) 


ES Sn eer Foren 34 
IE 5 Sic a0ssewe eines. ambos . 2 
EE oer aeueinnsaeuscsrane easels 20 
Re eee ree eee eer u 
DE Dias Sesh tate bane W aia 0 7 
I ts all aaa tae ih ahs ents chs hie aa «eel 1 

105 
NORTHERN DISTRICT (Martin Larson) 
Ee en er ene re eee 37 
DL sicvc ain tnge de avincemkae 7 
Ee re ee eee ee 4 
eee eereer 0 

52 


SOUTHERN DISTRICT (Robt. Lienhard 





NN oon Shani oa are Wk wd, weve 17 
NE S65 ow anlaala sane Aa Nes onal 4 
EL, halesedeCiteaheawans taneee scaly 2 
CE gan Swi baad apinds eect 1 
DINE pawns aentncns ence ake ace 1 
Ns praia ie yg acacs Meus ene osle 1 
NN i sk enamel san. noel 1 
CE ib occ snaccesenacaumnsy scree 0 
RE, Giahadeansnstdsiedone sence 0 
DE, aay uu bwaphauwetanesbacanl 0 
27 
WESTERN DISTRICT (J. W. Lewis) 
ee ee ee eer 9 
a ee et eee 3 
EE ee Te Tee ee ene TT rrr 0 
12 
NORTHWESTERN DISTRICT 
(R. W. Watson) 
ERE errr ere 14 
COD oc tek iiee ens nd esha sees sagen 6 
DN ie psbae pecetasseleswaclene 6 
DL tics srutedbeseadiuiek axe. Rie 1 
SOUTHWESTERN DISTRICT 
(Adolf Grasso) 
SN oles ace k ew. 3k adore 
NG Soaskn cit ivne a oneness oo aneekelae 
PE icawaet knee wrens ees ) 
Pe PD ko ccrceasewesciansoveeete 0 
av 
MIDWESTERN DISTRICT 
(Chas. M. Reed) 
ND. ole wag eas eeeenawen dace eee 30 
Ce TOOT ET TORT TET eee Il 
CD, Sc nes teeenes «aaaes'seeceee 1) 
WOON oo vst easicccitrencessccccte l 
“9 





NATIONAL OFFICE EXPANDING 

For the second time within two years, your 
National Office has found it 
move in order to obtain quarters suited ® 


necessary ' 


our needs. 
We are now located in the Southern Paci 
312-314 North Sixth Street, % 


Louis, occupying 1300 square feet of floor 


Building, 


ee 

space, giving ample room for expansion aM 

. . . fo 

enabling us to install added equipment * 
rendering Service. 
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What Does 1922 Hold For Credit Men? 


President American Collection Service, Detroit, Mich. 


By Fred G. Stanley 


For Fifteen Years 


Engaged in Collection Research Work and Publisher of 


N order to gain a proper perspective, let’s 
[* back a bit and look down the track 
past the place where we are now standing. 
Let’s take a brief, yet thorough, look at the 
year we have just passed through—past the 
spot we are standing upon—and ahead to 
the future. Let’s see if we can’t determine— 
in some way and in some measure—what 
And, in 
looking ahead, let’s not lose sight of actual 


that immediate future holds for us. 


facts. Let’s base our opinions upon condi- 
tions as they are rather than upon those con- 
ditions which are handed to us—ready made, 
we might almost say—by the propaganda 
In a word, let’s reason 
logically from known facts to sound conclu- 


media of our day. 


sions, rather than from wished for premises 
Briefly, and in round 
terms, a little over a year ago this country 


to fond illusions. 


of ours was suffering from what economists 
called “a spending spree.” Everything that 
could possibly be fabricated was being picked 
up by a buying public. It seemed that nearly 
everybody either had the actual money with 
which to purchase the desired articles of the 
moment, or they were perfectly willing to 
mortgage the future. The basic desire upon 
the part of all individuals was exemplified 
by that slang line in a then popular song, 
ie, “we want what we want, when we want 
it, and we want it right here and now.” 
Literally millions of people had decided to 
“have their fling”—and merchants and manu- 
facturers fell in with the common idea and 
assisted merrily and profitably in fulfilling 
the common desire. In this mental attitude 
they were upheld by a constantly rising 
market. Before merchandise could possibly 
be secured and shelved, prices to retailers 
had risen so much that a potential profit 
was shown at once, and retailers joined the 
throng on a “spending spree.” Why, one 
tetailer advised me that he had just built 
a1 ornamental fence about his home, that he 
had always had a hankering notion for a 
fence and that, by heck, he proposed to have 
it NOW. 

The story is told by a Philadelphia retailer 
of pianos that two Steinway concert grands 
were sold for cash to a workingman who 
said that “he had two children and he de- 


‘*‘Business Service.’’ 


sired each of them to take music lessons.” 
A Toledo department store head, who had 
for years kept records on the number of peo- 
ple who asked the question of price subse- 
quent to the stated decision to purchase, ad- 
vised me that his records of this type had 
run up from an average of years of about 
22 per cent to nearly 75 per cent. In other 
words, practically three quarters of the en- 
tire buying public were expressing a deci- 
sion to purchase prior to asking a single 
question about price. 


Now, it must be perfectly evident to all 
business men that the “times have changed.” 
No longer is the public in what might be 
called a “mad rush to buy.” Shelved mer- 
chandise has, in a great many instances, been 
marked down. A loss has been taken thru 
the process of reducing inventories. It has 
been a bitter pill for many a man suddenly 
grown fabulously rich—but exactly the same 
sort of a process which is necessary when 
the physical body quite suddenly needs a 
major operation. We don’t like it, either 
in contemplation or in actuality, but we 
must have it done—and the knife is applied. 

In spite of a wild cal! to arms by the 
optimists—in spite of frenzied appeals that 
“business can and must be upheld by a con- 
tinuance of open and free buying”—in spite 
of everything that could be said on the sub- 
ject, most people just stopped buying. 
Economy had suddenly become a_ virtue 
which everybody was gladly willing to prac- 
tice. Those who had anything to sell, and 
there were many such, continued to appeal 
to those patriotic souls who wanted to do a 
stint at “country-saving’—and very reli- 
giously refrained from personal participa- 
tion. 

As invariably happens at such times, the 
banks began to restrict credit extensions. 
Lines which called for $250,000.00—let us 
say—were cut to $150,000.00 or a little bet- 
ter. Obviously, heavy were 
forced to look to the only sources which 
could be depended upon, their shelves and 
their charge accounts. Liquidation through 
“sales” and a keener desire to collect open 
accounts became the order of the day. Of 
course, all this change did not take place 


borrowers 





“over night”—in fact, it is still in process 
and will be for some little time. Those who 
had participated in the “spree” were having 
the subsequent and inevitable “headache.” 
Business, in general, began to go thru what 
is known as a “reconstruction period”—a 
period which has not been completed by any 
manner or means. 

Right now, most careful students of busi- 
ness believe that the valley has been reached 
and that we are again on the upward grade. 
The ability to “make the grade” is surely 
predicated solely upon one’s stamina and en- 
durance. Just as the trained athlete in a 
long race must conserve his energies for the 
full distance, just so must business men watch 
every asset, wasting none and wasting no 
opportunity to augment them, as wise men 
of business know full well that the race is 
not always to the swift, but to those who are 
strong of heart and muscle and fighting 
spirit. 

It is equally as obvious that a desire to 
unload merchandise purchased at high prices 
would be inevitable. Few business men 
cheerfully purchase at one figure and sell at 
a lower one. In the desire to unload rather 
than to take a loss, we find one of the danger 
points for the credit man. Extensions of 
credit will often be made which, under 
other circumstances and at other times, would 
be denied. 
chance” is 


A certain spirit of “taking a 
bound to pervade—taking a 
chance on recovery rather than taking a sure 
loss thru depreciation of the material sold. 
The purpose of this article is not to point 
out which mental attitude is conducive to a 
higher degree of safety, but rather to start 
trains of thought. 

As we look ahead—down the track to the 
point where the two lines begin to converge 
—we find that there are two opinions, both 
distinctly at variance. There are those who 
claim that “conditions are all right again 
and that all we have to do is to forget those 
mad men who are constantly croaking, aad 
go right ahead just as if nothing had hap- 
pened.” Obviously, such men reason with- 
out an even cursory knowledge of general 
conditions, of which their own particular 
business is only a part. For such men, con- 
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ditions in Europe, cycles of business, foreign 
markets, the price for call money, bank clear- 
ings, unfilled iron and steel tonnage, crops, 


Federal Reserve Bank 
statements, and the like, are only terms. Cer- 
tainly not real actualities. Neither do they 
care a “hoot in Gahenna” about any set of 
figures covering exactly like conditions of 
the past. 


commodity prices, 


The fact that reports show the produc- 
tion of bituminous coal some 23 per cent 
under a year ago, that coal exports were 57 
per cent higher than a year ago, that raw 
cotton will range bigher in 1922 than in 
1921, that the tobacco crop of 1921 is ap- 
proximately 38 per cent less than in 1920— 
which showed the largest crop of our history 
—that agricultural products are surely headed 
for an upward swing, that such stocks as 
tankage, blood, ammoniates, potash and ni- 
trates are also in that same position, that of 
34 basic agricultural commodities, 8 are lower 
to-day than in 1913, and that of the remain- 
ing 26 the average is less than 25 per cent 
over the 1913 average—what cares the cas- 
ual sort for mere figures? What do they 
mean? The country is all right. 
Business is all right. 
and a tiger for all the boosters and let’s 


Nothing. 
Let’s give three cheers 


consign to everlasting damnation ali those 
who care to study the situation. 
Very well. Now, let’s examine the other 


variety—the man of business who wants 
facts and figures upon which to base esti- 
mates of what is going to actually happen. 
Let’s see what degree of common sense is 
displayed by that business man who wants 
to know the enemy’s strength before he at- 
tacks. Let’s carefully and with an open mind 
look at actual facts instead of mere theory. 

Actually, the most disturbing factor in 
business to-day is the credit situation. The 
collapse in commodity prices will mean some 
failures just as surely as little green apples 
grow to be ripe ones. Perhaps you have 
personal knowledge of a few recent ones. 
Perhaps you do not know, however, that the 
actual figures on failures for 1921 show that, 
in both numbers and in the liabilities in- 
volved, this year has been running ahead 
of 1920 at the ratio of three to one. In other 
words, there have been three times as many 
failures during 1921 as in 1920, and the total 
liability of those failures has been over three 
times as large. When the actual figures for 
this year have been compiled, it is almost a 
dead certainty, we will find that a new high 
record for failures has been made—that com- 
mercial deaths have reached a new and stag- 
gering mark. 

As always happens in times like these, the 
traders will be the hardest hit. The increase 
of failures among this sort of business men 
has been 138 per cent higher than in the 
year before. Among manufacturers, the in- 
crease has been only 57 per cent over last 
year. And, the man who is fatuous enough 
to think that the end has been reached is 
merely “riding to a fall”—is merely sleep- 





ing against an exceedingly rude awakening. 
Why, figures covering past depressions of 
this character show that the real volunie of 
failures comes along in the early stage of the 
upward trend. That a large number of busi- 
ness men are able by processes of twisting 
and squirming to forestall the inevitable for 
several months. That their sure and sound 
standing in the business life of their com- 
munities is only a mirage instead of the real 
thing. If I left no other thought with the 
men who make up the membership of the 
Retail Credit Men’s National Association 
than that these rocks are ahead for many of 
their present-day debtors, I would be doing 
what I esteem to be a duty well done. 

Those in business who are wise will watch 
their credit extensions more closely during 
the coming six months than during the six 
months immediately passed. They will not 
believe that their own particular clients are 
absolutely immune from the virus of dis- 
aster. In some respects, a perfect shower of 
failures is a good thing—but the wise man 
will see to it that his own lightning rods 
are up and working so that the power of 
nature’s weapon does not strike the house in 
which he resides, or strike too uncomfort- 
ably close to him. 

Along these very lines, and illustrating 
what I’ve said thus far, I’d like to give you 
the details of an incident recently brought to 
my attention. A printer friend came to my 
office and “allowed” that he was in trouble. 
It seems that he had an open account against 
a local manufacturer whose rating in both 
Dun’s and Bradstreet’s was Al plus ultra. 
The amount involved was only a bit over 
$800.00, but the printer needed it to pay 
overdue bills of a wholesale paper house. I 
asked him how long it had been due and 
he replied giving ten months as the answer. 
He had been unable to get even a partial 
payment on account by personal appeal. He 
was not worried about recovery, but he did 
wat to know just about what to do. [ ad- 
vised force. In my opinion, this printer has 
been carrying assets at full value—many of 
which are properly an asset at only such a 
figure as would be represented by proceeds 
less collection expense. And, several other 
book assets—generally known as “quick”— 
were, in reality, properly chargable to profit 
and loss. 

In my own experience, I know of literaliy 
dozens of business men who are hanging on 
by the “skin of their teeth’—if I may be 
permitted a slang expression. I know of 
other dozens who may pull thru, if they are 
given sufficient elbow-room—a real and 
hearty co-operation from their creditors, 
many of whom need the money more truly 
than the man who is being helped. 

Only about one-fifth of the business men 
of the United States and Canada have be- 
come sufficiently readjusted so they can han- 
dle the situation instead of having the situ- 
ation handle them. Every month is adding 
to their number, ’tis true, but those who are 


—__. 


going over to the side of sanity and security 
are those men who look at facts instead of 
whimsical theory. 

Before we close the subject, let’s see what 
sort of a rainbow we can find on the hori- 
zon. The greatest of all is found in the 
potential right here at home. 
Whereas, for a great many months, there 
was no such thing as a favorable domestic 
outlet, now we have certain areas which 
show a decided tendency toward absorption 
on an increased scale. 


markets 


Northern Indiana 
seems tobe in excellent shape—South Bend, 
particularly. The South, hard hit by the 
agricultural collapse of 1920, will benefit to 
the tune of some $500,000,000.00 through the 
increase in the price of cotton. Western 
Tennessee and Northern Arkansas look the 
Also, the whole 
lower three quarter section of California 


best of this entire section. 


shows a wonderful tendency toward revival. 
Of all the entire remaining portion of the 
United States, New England, New York, 
Pennsylvania, New Jersey, Delaware, Ohio, 
Indiana, Illinois, lowa, Wisconsin and about 
two-thirds of Minnesota look to be in the 
most favorable shape. 


Six cities should produce better business 
than one year ago. Nine others should eas- 
ily show better than 90 per cent of the busi- 
ness of a year ago. And, there are several 
score which should come to bat with better 
than 85 per cent of the amount of business 
done during 1920. These are all signs one 
may properly call “encouraging,” but they 
don’t spell ultimate recovery yet. 

What it means for credit men, it seems to 
me, is a keener watchfulness than at any 
time in the past several years. It means a 
closer scrutiny of that fundamental base oi 
which all credit extensions should be builded, 
i.e., the moral risk. It means the granting 
of credit along hard and fast lines—not with 
the wild abandon which characterized the 
days of the “spending spree.” It means that 
collections should be held to a rigid line. No 
days of grace whatever should be given the 
debtor whose moral attitude is other than 
100 per cent perfect. Many a debtor can 
safely be “tided over” a crucial period in 
his own business—IF HE IS ABSOLUTELY 
RIGHT AS A MORAL RISK. Financial 
worth has, in my opinion, taken a lower 
standing in the proportional scale. It should 
be given less credit than in the olden days 
when any man could make money on rising 
markets. To-day, the man who is a gilt 
edged credit risk is that man whose mental 
attitude toward an assumed obligation is ab- 
solutely right. Do not overlook the fact that 
the immediate days to come are morally cer- 
tain to bring a higher quota of failures— 
and see to it that your own house is protected 
fully. Remember that no business mam is 
immune from disaster. Recall occasionally 
that even the best rated men fail. Know the 
debtors of your house personally, if it is # 
all possible. Granting or restricting or 
fusing credit extensions upon mere state 
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ments containing figures is the sheerest kind 
of folly these days. Remember, if you will, 
that figures don’t lie—but that some liars can 
Pin not your faith solely upon past 
Pin faith rather upon the in- 
nate honesty of the man or men in absolute 
It will 
surely “pay” in the long run to help those 


figure. 
performance. 


control—and ride with such men. 


who are honest. 

Finally, secure every last scrap of data 
pertaining to the proper conduct of your 
Recall 
that in no one man reposes the accumulated 


credit and collection departments. 


knowledge of the ages, and that all men of 
research can materially help you in your 
business. Remember that the scientific han- 
dling of credits and collections is compar- 
atively new, and that credit is no longer a 
haphazard bit of guesswork and that collec- 
tions are no longer effected by finger-nail 
biting down-and-outers 

steps and ring door bellis. 


who climb porch 


Study the experiences of all men who have 
lived before you. 
tains a world of information which can be 
translated into better practices. Read the 
sciences—for in them will be found ideas 
which can be applied. Read the world’s 
best literature—for only from the best can 
Study abstract 
thought—so that you may the more surely 
reason logically from cause to effect. 


Read history—for it con- 


better methods really come. 





IT PAYS TO ADVERTISE 

Last month Secretary David J. Woodlock 
addressed the Ad Selling League of Omaha. 
At the meeting were many advertising and 
sales managers. Woodlock termed the 
Credit Man as the Trafic Cop of the Retail 
Business and urged the necessity of Prompt 
Payment. The day following his address, 
the Credit Manager of the Omaha Bee was 
surprised to receive this letter containing a 


check for $187.50 covering a long past due 
account : 


My dear Traffic Cop: 


Attached hereto please find check. After 
hearing your “sob sister” last night I spent 
a most sleepless night worrying about the 
trials and tribulations of a “money hound.” 
Knowing well that Woodlock is nothing 
more than one of your paid henchmen I 
would like to know how much you pitched 
in for his junket to spread his venom among 
us mortals? 

Hoping this will alleviate your suffering 
and that this will in no way affect the 
Armament Congress at Washington, I am 
as I was before, 





HELPING THE SERVICE 
Some progressive credit departments com- 
pile lists of all places where the store em- 
Ployees have resided in the recent past— 
and find this list very helpful for quick 
service in passing upon small charges or 
moderate sized bank checks. 


Mr. Credit Man Watch Collections 


By W. H. J. Taylor 


Credit Manager, Franklin Simon Co., New York, 
Past President, R. C. M. N. A. 


ODAY retail collections throughout the 
T United States are below the average of 
previous years, due in a large measure to 
business conditions, which are the aftermath 
of the Therefore, credit men 
should not only be careful in giving credit 
but watch collections carefully. The collec- 
tion department should be so systematized 
that they will know at all times just what 
accounts are past due and should be pushed 
for collection. 


late war. 


Credit Men should know at all times both 
in percentage and amount whether delin- 
quent accounts are declining or increasing 
and whether the investment in accounts re- 
ceivable is increasing or not. 

A very important matter is to watch the 
percentage of collections based on outstand- 
ings for the first of each month and com- 
pare with same percentage of outstandings 
of the year previous for these months. This 
method should be watched daily and if the 
percentage is falling off by the comparison 
with the year previous, the collection de- 
partment should be so notified and an extra 
effort put forth to bring the collections up to 
the average of the previous year. This can 
only be brought about by systematic meth- 
ods, therefore, no expense should be spared 
in equipping a collection department with up- 
to-date methods to facilitate the handling of 
accounts. Visible indexes are preferred to 
the vertical filing. 

On the first of every month accounts which 








LARGENESS OF HEART 
By Dr. Frank Crane 

Solomon is to be 
man. 

When the Lord asked him what he wanted 
most, he answered, 

“Largeness of Heart.” 

The more we think that over, the more we 
are convinced that Solomon’s reputation is 
not without foundation. 

Largeness of Heart—is anything better? 

It means power to love radiantly, to act 
nobly, to think deeply, to enjoy richly, to 
suffer divinely, to plan magnificently. 

It means room in the heart for both lover, 
neighbor, and friend, for children and ani- 
mals, for other nations than our own, for 
the poor and the rich, for nature, and for 
all things God has made. 

It means hospitality for all opinions, ap- 
preciation for all faiths, response to all en- 
thusiasms. 

The Large of Heart have no enemies, for 
they have already understood them, and to 
understand is to forgive. 


reputed “the wisest 


” 


are over sixty days old should be sent to the 
collection department in order that they may 
be placed in the proper order in the col- 
lection files and a suitable letter written call- 
ing attention to the account being past due 
and then followed up if not paid until the 
amount due has been collected. 


The bookkeeping machine is another im- 
portant factor in watching collection be- 
cause you can see at once the amount owing 
on an account without having to stop to fig- 
ure out the amount as is the case where 
hand bookkeeping is employed. 

Credit Men must know and realize that 
the visualization principle of putting all the 
facts in sight, is the only way of success- 
fully conducting the work. They must know 
at a glance the state of the account, the 
amount owing, and for how long a time it 
is past due. They cannot keep in close touch 
with past due accounts with faulty records, 
which preclude the possibility of being prop- 
erly informed about the account being slow 
or in over-buying the limit which often times 
means losses. 

The collection department which is not 
thoroughly systematized is working at a very 
great disadvantage and will have much to 
do with collections falling off in percentage. 

Efficiency is what counts'in any line of 
business. Credit office efficiency means ev- 
erything to the Credit Man to-day and he 
can have his work made comparatively 
easy by use of up-to-date office appliances. 


What ails most of us is our Narrowness 
of Heart. 

We are overwhelmed with Today be- 
cause the heart has no Tomorrow. 

We are imprisoned in the cell of fear. 

We are islanded in the foggy sea of doubt. 

We are ringed about with the serpent-fire 
of suspicion. 

We are walled up in pride. 

We are bound hand and foot by the bands 
of undisciplined passion, unintelligent cre- 
dulity, fatuous ignorance. 

Narrowness of Heart makes War; Large- 
Narrowness 
brings tears; Largeness wipes them away. 

Enlarge your Heart! 

Why live in a hut when you should dwell 


ness of Heart makes peace. 


in a palace? 

Call in Hope, 
Love, Wisdom, and Cheer—that they may 
tear down your mud walls and erect for you 
a king’s palace. 

“Build thee more stately mansions, O my 
soul, 
As the swift seasons roll!” 


the workmen—Courage, 
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‘‘He cannot become our debtor until he 
pays your bill’’ 





A THOUSAND EYES 


are watching for your debtors if your claims 
are listed on our Master Files. 


Can you estimate the value of dealing 
with an organization owned, operated and 
SUPPORTED by practically the whole Re- 
tail community (including the banks) of the 
dominating city of Southern California? 


OPERATING FOR SERVICE 


at cost (sometimes for less) 


An organization that by one _ operation 
places your delinquent accounts permanently 
of record in the files of more than three hun- 
dred local merchants and banks, and flashes 
the news, instantly, in every reply to every 


inquiry on that debtor. 


OUR METHOD OF COLLECTING 
IS SIMPLE, BUT EFFECTIVE 


We get in personal touch with your debtor 
and arrange for payment. If he refuses (and 
can pay) we acquire information as to his 
property and earning power and then (and 
not until then) request authority to sue. If 
we learn he cannot pay, we tell you so and 
return the account. 


We Write Fewer Letters Than Any Collecting 
Organization We Know Of. 


Retail Merchants Credit Association 


300-310 I. W. Hellman Building 
LOS ANGELES 





Persistent Personal Contact 


‘‘A new system?’’ “Yes, but you will like it.’’ 
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CREDIT MEN BEWARE 


Throughout our country there are collec- 
tion agencies using the word “CREDIT” ip 
their titles. 

Many of these collection agencies are not 
concerned in the upbuilding of CREDIT and 
in fact are interested solely in commissions, 

They are aware, however, that much has 
been done and is being done in promoting 
respect for CREDIT MEN and their Re. 
porting Bureaus and the use of the word 
CREDIT in the names of these collection 
agencies would appear to be artifice. 

There is apparently no legal method of 
compelling a discontinuance of the use of 
the word CREDIT by such concerns, since 
by giving a little credit information they 
could claim to be classed as CREDIT RE. 
PORTING BUREAUS. 

Our CREDIT MEN should realize that 
any such agency—one that uses the word 
Credit in its name but uses very little judg- 
ment in forcing collections and in fact uses 
any method whatever in effecting a pay- 
ment, is not helping us by any means in the 
upbuilding but rather retarding it, since their 
methods will surely cast reflections on the 
legitimate credit man and his Bureau. 

Credit men, therefore, will be careful in 
their patronage of such collection agencies. 
—From Credit Echoes. 





YOU! 

The Retail Credit Men’s National Asso- 
ciation is owned and controlled by its mem- 
bers. Each should take an active interest in 
its affairs and progress. 

Your National Office is now furnishing 
you a Magazine that is without question the 
best Publication of its kind ever issued. It 
will require more than a passing interest on 
your part, and more than reading matter 
to fill its pages on the part of your Secretary 
and the Credit World Committee to keep up 
the Standard. 

We need Advertising to make this Publi- 
cation self-sustaining and you can help by 
inducing those from whom you purchase to 
If you cannot do this, you 
surely can get a mew member. Many Mer 
chants are paying $5.00 a year for magazines 


use our pages. 


not possessing the practical value of The 
Credit World and when you consider tha 
we give membership in our Association with 
the Magazine for one year for $5.00 you 
need apologize to no one when asking them 
to join. YOU are doing them a Service and 
helping YOUR Association. 





GETTING RESULTS FOR LONDON 

The Retail Credit Association of London 
England having heard of our Organization, 
sent the National Secretary ten accoulls 
against persons residing in various parts 
the Country—We gave these to Mr. Harty 
Hickox and the Hickox System at Pittsburgh, 
Pa., and within 30 days all have been le 
cated and two collected. 
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Weld County’s Information Bureau 
By Frank Field 


Secretary Weld County Credit Association, Greeley, Colo. 


a anaes cae of public records 


and detailed business information on 
every family in rural districts as well as in 
trade centers has been so_ successfully 
worked out in Weld County that the WELD 
COUNTY SYSTEM is 
thruout the state and 
Credit facts gathered and disseminated is 


adopted 
states. 


being 
adjoining 


the greatest and most effective insurance to 
business firms against losses and unprofitable 
accounts. As much time is devoted to im- 
proving business as rural credit conditions. 
Its activities include cementing together the 
business interests of the trade territory 
which it serves, conducting an active cam- 
paign against “short check” artists, forgers, 
stock salesmen, fake advertising solicitors; 
investigating all bankrupt cases; conducting 
an educational campaign to crystallize public 
sentiment in favor of prompt payment of 
obligations and living within one’s means. 
So complete is the information that when 
WHO’S WHO thruout the 


county they are referred to this bureau. The 


anyone asks 


public is given free information as to ad- 
dresses, it being the only county-wide direc- 
tory in existence; it also gives information 
relative to property, real and personal, and 
encumbrances against same; legal descrip- 
tion of crops on different farms; chattel 
mortgages in effect; dates given and when 
they expire, etc., which information is oftimes 
valuable and saves a trip to the county seat 
from distant parts of the county. This in- 
formation is catalogued and indexed so care- 
fully that there are 16,000 subdivisions of 
this big information file which enables these 
facts to be given instantly over the long dis- 
tance phone and it is not unusual that in- 
formation on several people is given in a 
three minute long distance conversation. 


Land owners are given complete facts 
about past farming records of tenants as well 
as financial responsibility and credit stand- 
ing. Labor, which is not protected under 
state laws, is protected as much as possible 
by investigation of all beet growers to assist 
sugar companies in seeing that hand labor is 
paid and in giving farm hands information 
about their employers, giving them the 
Same assistance as merchants in adjusting 
and collecting what is due them for labor. 

Fullest co-operation is given public officers 
in apprehending and prosecuting those who 
Vietimize the public thru “short” and worth- 
less checks ; forgeries, obtaining money un- 
der false pretenses; recovering stolen cars; 
reporting property not listed for taxation 


and assisting in the collection of delinquent 
taxes and hospital bills. 

The central source of useful information 
is secured from every available source both 
public and private. Collection of the in- 
formation, tabulating it upon its 50,000 rec- 
ords, indexing it ready for instant use and 
dissemination of the same to its 500 mem- 
bers in 50 different trading points in “The 
Empire of Weld” both by written and tele- 
This 
worth-while, up-to-date information service 
is maintained at a cost of almost $1,000 per 
month by the business men of the county who 
back it, yet the general public receives much 
benefit from it. Free consultation is given 
anyone on credit or collection problems and 
much information is also given on commer- 
cial law points which is much appreciated 
by the public as well as by the membership. 

Much time is devoted to helping farmers 
and wage earners out of their financial diffi- 
culties and in advertising and helping mer- 
chants and professional men with their 
credit and collection problems. Credit is 
secured for honest farm tenants and wage 
earners who need it and business facts es- 
sential to the establishing of credit of thou- 
sands of people who have never asked for 
it but may later need it, are available in 
case of any emergency. It has raised funds 
and financed as trustee for creditors, several 
farming operations this year to the mutual 
advantage of debtor and creditor. Laborer, 
farmer, landlord and many others have bene- 
fited thru the efficient collection 
maintained by the membership. Its collec- 
tion charges are the lowest in the state and 
it collects almost as much in a month as the 
average similar association does in a year. 
It is a revenue producer for the trade terri- 
tory it serves, as well as being a valuable 
source of useful information as it returns to 
its members and clients several times the 
cost of operation of the bureau in collection 
settlements. 


phone reports, keep 5 people busy. 


service 


The success of the organization 
is due to its strong emphasis on rendering 
a real SERVICE to the city and county and 
by living up to its motto “Utmost in service 
at a minimum expense.” 

The association was reorganized under the 
present management in July, 1919, and since 
that time has increased its membership from 
88 to over 500; its office force from 1 to 8 
people; has extended its system to seven 
other counties in Northern and Northeastern 
Colorado at its own expense, and has since 
turned the branch offices over to the mer- 
chants in those counties because they receive 
better support where they are owned and 


operated by the business interests of the com- 
munity they serve. The present officers of 
the association are O. D. Neill, President, 
Frank Field, Secretary-Manager, H. J. Weib- 
king, A. J. Bader, H. W. McGilp, J. A. 
Phelps, E. H. Soper, R. M. Walton, Greeley, 
F. R. Girardot, Ault; James A. Stewart, La- 
Salle; Merrill Turner, Eaton; Geo. Swift, 
Keenesburg; directors. 

The association has the best equipped office 
of the kind in the state and for its size, in 
the Rocky Mountain region as the illustra- 
tion above will show. 


Thesis on The Importance 
of The Credit Man in 

Business 

Mr. H. A. Winter, of the 

Diegel, Winter Wimbush Co., of Denver, 


Colo., in the Credit Management class 


Submitted by 


at the Denver University. 


ei I have begun this course I have 
raised my opinion of the Credit Man 
200%. When I first took over the credit work 
of our firm—after being in the sales depart- 
ment and the used car department besides 
several other branches, I thought of the 
credit man only as a collector. I thought he 
was the brake on the machine or the trouble 
shooter for the whole works, but I have 
found that he is often the self-starter, the 
fly-wheel, and the steering wheel of the busi- 
ness. His work is just as much to Increase 
sales as to decrease sales. 


I feel now that expansion depends on 
credit and that credit means expansion. Of 
course, in our business, we work on a 
small margin and cannot extend credit too 
widely. 


turn over very fast. 


Furthermore, our accounts must 
Where 90 days is im- 
portant enough for some kinds of collections 
Our busi- 
ness has been thought of as more of a lux- 
ury, and the people thought we could wait, 
but we must pay our men cash every week 
and eat like the rest of the world; these are 
some of our many problems, but all enter 
into every day work. 


ours must be on a 30 day basis. 


The credit man has a real profession. He 
has a mission to perform and I will say that 
I have admired the remarkable capacity, and 
general bearing of the men who fill credit 
manager positions in this city. He must be 
a real man throughout and in being so, he 
has more chance to be the business manager 
than has any other member of the firm. 
Editor’s Note: 


This remarkable expression on the part of 
a student credit manager, will give an idea 
of the advantage of higher education, or 
University instruction insofar as the same 
may make the Credit Manager a better credit 
manager. The money invested by a firm in 
educating its credit manager along modern 
lines will yield large returns. 
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Seasons Greetings 
From President Nelson 


True fellowship may well characterize 
an ideal of the Holiday Season in this period 
when the demand is for deeds rather than 
profession, for results rather than theories. 

The International Conference at Wash- 
in3ton promises the establishment of’ a truer 
fellowship amon?, the nations of the earth. 

A prime requisite for the fulfillment of 
that promise is a broad, genuine, humani- 
tarian spirit by this nation which can be 
assured only by the practice of mutual con- 
sideration and helpfulness, on the part of 
organizations and individuals, throughout 
the country. Each has his own part and 
that is the most important one to him. 

The motif of the time is_ progress, 
through co-operation. Our Government is 
founded upon unity in essentials. Our era 
takes its name and character from Him who 
supremely illustrated His admonition to 
“love one another.’’—E. W. Nelson 
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Established in 1907 on the Rock of Service 





THE HICKOX SYSTE 


BESSEMER BUILDING 
PITTSBURGH, PA. 





Collects 
Past due accounts 
for 
Department Stores 


and 


Members of our Association 
ail over 
The Civilized World 
No collection—no charge basis 


OUR DIRECT DEMAND DRAFTS 


Sent free of charge to any member by filling in your 
Name. 


Business__-_- SEE 


Address 











and tearing out this page and mailing TODAY 














Phoenix Catches a Good One “I registered there under the name of 


Blaine Furchgott. 
ee tee coe nerve, cards 
of bogus 


At Waco I had some new 


reading, General American 


an abundance 


tered at the Gayoso, but it was full, and we 
and Napoleonic 


printed 
left the same evening for Little Rock. 
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quickness in making getaways, enabled Harry 
Berkstrom Reid, alias Blaine Furchgott, alias 
Marvin Layton, alias James C. Hillman, al- 
leged check artist, to elude peace officers of 
half a dozen states in six weeks, according 
toa confession said to have been made by the 
many-aliased financier while under arrest at 
Phoenix. 

The statement, which reads like a chapter 
from the autobiography of J. Rufus Wal- 
lingford, follows: 

“Phoenix, Ariz., Oct. 20, 1921. 

“Statement of Harry Berkstrom Reid made 
to E. B. Sisk, special agent in charge, bu- 
reau of investigation, department of justice, 
Phoenix, Arizona, at bureau office, October 
20, 1921. 

“My name is Harry Berkstrom Reid; I 
was born at Yazoo City, Miss., October 26, 
1899, and left home of adopted parents when 
12 or 14 years of age. 

“At Birmingham I met a young fellow on 
the road—Eugene Thomas—who explained 
‘ome how we could work a check game. We 
first passed a plain bank check for $6.50 for 
ahat at J. Black & Sons at Birmingham, 
where he had registered at the Tutwiler 
Hotel. We borrowed 10 dollars on our bill 
and beat it, going to Memphis and regis- 


“Thomas’ plan of bogus checks was to 
present a card showing connection with some 
oil company or other corporation. I had 
a card printed at Birmingham under the 
name of Southern Oil Corporation, traffic de- 
partment, Tulsa, Okla., Presented by Harry 
B. Reid. At Little Rock I registered at the 
Marion Hotel either as Harry Reid or Mar- 
vin Layton. Thomas registered there also 
and I occupied the same room with him. At 
Memphis I had a card printed under the 
name Penn. Tank Car Co., Birmingham, 
Ala., presented by Marvin Layton. I pre- 
sented this card to the cashier at the Marion 
Hotel and cashed two checks. Thomas also 
cashed two or three checks there. From Lit- 
tle Rock we went to Tulsa and registered 
at the Tulsa Hotel, where I registered under 
the name of Marvin Layton. 

“I cashed one bogus check at the Tulsa 
hotel and Thomas cashed one on the out- 
side. We left there the next afternoon going 
to Oklahoma City stopping at the Huckins 
Hotel, where I registered under the name of 
Harry Reid. I put over two bogus checks 


there, one on the hotel and one on the Walk- 
over Shoe Co., for $11 for a pair of shoes. 
Thomas and I went from there to Dallas and 
then to Waco, stopping at the Raleigh. 


Tank Car Corp., branch, Tulsa, Okla., pre- 
sented by Blaine Furchgott. I looked in Dun 
and Bradstreet’s and found that there was 
no such corporation listed there. 
fictitious corporation. 


It is a 
There we also had 
letter heads and envelopes of the same ficti- 
tious corporate name printed; also some 
bank checks of the same fictitious corpora- 
tion’s name; these bank checks showed to be 


on the First National Bank of Tulsa. 


“Beginning at Memphis we used the 
further plan of addressing an envelope to 
ourselves under one of the fictitious names 
we used to the next town at which we in- 
tended to stop. In these envelopes we would 
enclose one or two blank sheets of station- 
ery of the hotel in the town in which we 
were stopping. On arrival at the next town 
we would receive the envelope containing 
the blank sheets of paper and we would go 
to a local typewriter house and write a 
letter to ourselves purporting to be from the 
fictitious corporation of which we would pose 
as representatives. This was for the purpose 
of identifying ourselves, but it was never 
necessary for us to show the fake letters we 
had written to ourselves in having checks 
cashed; we had only to show the envelopes 
or the- business cards. 
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“When we wanted to cash a check at a 
hotel the clerk generally asked us for our 
cards and we presented one of the fake busi- 
ness cards, and if they asked for more proof 
we showed them the envelopes of the letters 
we had previously mailed to ourselves under 
one of the fictitious names. 

“From Waco we went to San Antonio, ar- 
riving there Friday night, October 14. I 
registered at the Gunther Hotel, under the 
name of Blaine Furchgott. In the same man- 
ner as shown above I cashed a blank draft 
at the hotel for $18. 


bogus checks on the outside; one was on a 


I put over two more 


tire house somewhere in the business section 
I don’t know the name of the 
The other 


bogus check I put over was on a kodak shop. 


of the city. 


concern or where it was located. 


Thomas also put out three or four bogus 
checks there, but I don’t know where. We 
left San Antonio Saturday night for El Paso 
and got there Sunday afternoon. 

“T registered at the Sheldon Hotel under 
We followed the 


same plan there as shown above and pre- 


the name of Furchgott. 


sented a card to the clerk and I cashed a 
check 
mailed a letter from San Antonio, addressed 


fictitious there. I had _ previously 
to myself under the fictitious name of Furch- 
gott, in care of the Paso del Norte Hotel. 
After arriving at El Paso we decided to stop 
at the Sheldon Hotel, and went over to the 
Paso del Norte Hotel and got the letter we 
had addressed there in case we should need 
it for identification in cashing a check at the 
Sheldon Hotel. 


“We left El Paso Monday night arriving 
in Tucson Tuesday morning. I registered 
there at the Santa Rita Hotel under the name 
At El Paso I had addressed a 
letter to myself under the fictitious name of 
Furchgott, in care of the Santa Rita, at Tuc- 
in the same 


Furchgott. 


son. I secured identification 
manner and cashed a check at the Santa Rita 
Hotel for $18.00. I passed a check on the 
Savage Clothing house, identifying myself 
with one of the fictitious business cards of 
the General American Tank Car Corp.; 
they did not ask for any further identifica- 
tion. 

“T passed another check on a tire concern, 
purchasing an inner tube, which I left in 
my room at the hotel. 

“T left Tucson Tuesday evening and ar- 
rived in Phoenix Wednesday morning, going 
to the Adams Hotel, and registering under 
I did not mail any 
I cashed two 


the name, Furchgott. 
letter to Phoenix from Tucson. 
checks—one on the Western Supply Company 
and one on the Diehl Shoe Company. They 
didn’t ask for any identification and I didn’t 
even have to show a card. 

“Thomas passed three checks also at Tuc- 
son, but I do not know on what concerns. He 
left me there the day before yesterday and 


went to Los Angeles.” 
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DANIEL E. WOLFE 
Age 33, Height 5’8%4”, Weight 179—Med. 
Stout, Black Curly Hair, Gray Eyes, Swarthy 
Complexion—Reported to have put over sev- 
eral worthless checks drawn on Texas banks. 


In several notices sent out regarding this 
fellow we stated he was an operator for the 
Burns Detective Agency.—This is an error, 
He had no official connection with the Burns 
Agency. 








FRANK S. PERRY 


Last April we published the name of Frank 
S. Perry. 


This man was indicted by the Grand Jury 


He appears to still be operating. 


in Chicago on five accounts and placed un- 
der a Bond of $15,000. In some way he was 
able to get the Bond reduced to $5,500.00 
The 
day he was released from jai] he jumped 


and succeeded in getting a Bondsman. 


the Bond and was later apprehended in Ak- 
ron, Ohio, in which City he endeavored to 
pass a worthless check. He had several 
thousand dollars of such checks on his per- 
son when arrested. No doubt many members 
have claims against this fellow and we sug- 
gest their getting in touch with Mr. Arthur 
Doyle, Prosecuting Attorney, Akron, Ohio. 

His record as compiled by Chicago Police: 
City of Chicago Department of Police 
Bureau of Identification 


As Austin J. Quinn sentenced August 2, 








1913, 6 months New York Co. Pen. 
# D-25103—Forgery from New York. 

As James C. Manning arrested at Milwav- 
kee, Wisc., July 1st, 1917—Defrauding 
Hotel—fugitive turned over to Chicago, 
Ill., and fined $200.00 and costs. 

As James Simpson arrested at Rochester, 
N. Y., Febr. 9, 1915—Larceny. 

As Charles M. Milliard arrested at Port 
land, Ore., 1917—Suspect— 
Discharged. 

As Franklin S. Perry arrested at Denver, 
Colo., August 10, 1917. Forgery—sel- 
tenced Nov. 18, 1917—Canon City, Colo. 
Pen. #10377—Bogus Checks from Den 
ver, Colo.—Discharged July 9th, 1919 
and turned over to Chicago, III. 

77439 Franklin S$. Perry—October 15, 199 
—one year H. of C.—Con Game- 
one charge of Con Game stricken of— 
Judge Zeman. 

M. P. Evans, Chief Iden. Insp. 


Sept. 25, 
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Condition in Europe 


By James Simpson 


First Vice President Marshall Field & Company 


N Europe is economic and financial chaos. 
. something is promptly done to 
avert the disaster which approaches with con- 
stantly increasing rapidity it will spread 
from one country to another until we are 
all involved in the maelstrom. 

The leading minds of Europe while rec- 
ognizing disaster are looking as through a 
fog and know not which way to turn. They 
feel that their only hope lies in America as- 
suming leadership in the restoration of an 
orderly state of affairs as between nations. 


You may say, what care we? Perhaps we 
do not, and thus far I must confess it ap- 
pears we either do not care or do not ap- 
preciate the consequences that will inevitably 
result to our own country if we continue our 
indifference to European conditions. Let 
there be no mistake. No country can save 
Europe but our own. 

Economic and financial questions should 
be considered simultaneously with disarma- 
ment discussions. They are so closely allied 
they cannot be separated. If we stand ready 
to give Europe voluntarily the immediate 
financial relief that later we will be com- 
pelled to accord we can obtain the support 
of European powers for those principles f 
disarmament which we believe to be in the 
best interest of the world. 


If we are prepared to lose every advantage 
gained by the war, if we are prepared to 
incur the enmity and hatred of the world, if 
we are prepared to lose the markets of the 
world for the sale of our raw materials— 
grain, cotton, steel, et cetera, if we are pre- 
pared to build a stone wall around ourselves 
and live within ourselves, we are pursuing 
the right course. But if we desire to live at 
peace and fellowship with the world and de- 
velop our finest and best possibilities as a 
nation we had better take strict account of 
ourselves, 


If we aspire to a place as a leader of na- 
tions, the obvious question follows, what can 
we do? First of all, I think Congress, if it 
has not already done so, should confer upon 
our President or Secretary of the Treasury 
uilimited power to act with respect to 
moneys owing us by 
Power to act is important because quick ac- 
tion is so vitally necessary. 


other countries. 


There should follow immediately, confer- 
ences with our allies after which neutral 
countries and perhaps Germany should join. 
Out of such conferences will surely come a 
plan to stabilize the exchanges of the world 
without which enduring commercial inter- 
course between nations is not possible. 


It is a mistaken impression that Germany 
is deliberately creating a condition of bank- 
ruptcy in order to obtain modification of rep- 
aration terms. So long as present conditions 
exist she is helpless and must continue work- 
ing her printing presses overtime turning out 
money until total financial collapse comes. 
And that will be in the near future. 


So far as Germany alone can act two 
courses only are opened; one to continue as 
at present, in which event financial collapse 
is certain. Such collapse will probably be 
followed by revolution. 

The other course, the most likely one for 
Germany to pursue, is for her to decline to 
continue reparation payments. ‘Then occu- 
pation would probably immediately follow. 
Occupation means industrial stagnation and 
probably, finally a repetition of what has 
happened in Russia. 

Germany must have a breathing spell to 
get herself in order. It may take from one 
to two years, during which time she could 
organize herself to pay reparation of not to 
exceed 2% billion gold marks per year as 
against the 4% at present demanded. She 
could raise perhaps one-half of this amount 
by a tax on her exports which at the 
highest point before the war reached 10 bil- 
lion gold marks. This 2% billion marks per 
year should continue for as many years as 
necessary to pay the full amount finally de- 
termined upon as financial reparation. If 
Germany enjoys unexpected prosperity and 
her exports should exceed eight billion gold 
marks in any one year, she should be com- 
pelled to pay perhaps 20 to 25% of such 
excess on account of her indebtedness for 
reparation. 


I think the leading minds in Great Britain 
have a keener appreciation of the necessities 
of the situation than elsewhere. I think Eng- 
land stands ready to bear its share of the 
burden in extending necessary financial re- 
lief to the world. But England is not.in a 
position to take the leadership and press 
France to recede from some of her demands 
because of the many points of difference ex- 
isting between France and Great Britain at 
the present time. 


France must be persuaded that it is not to 
her own best interest to longer persist in her 
present impossible demands and much as we 
sympathize with the sufferings of France, she 
must make concession in her own interest if 
not on behalf of civilization. 

We must not forget that if France were to 
repay our loan today it would be necessary 
for her to give us nearly three times the 


number of francs she received from us, while 
Great Britain on the other hand would only 
have to pay us 25% more pounds than she 
received, because her exchange has not de- 
preciated to the same extent. Thus France, 
Italy, Belgium and our other debtor nations 
ate penalized much more because of ex- 
change depreciation than Great Britain 
whose money is more stable. 

I have heard it suggested, and it is worthy 
of most serious consideration, that we accept 
re-payment of our loans at the same rate 
of exchange existing at the time the loans 
We would thus give the great- 
est measure of relief to those countries need- 


were made. 


ing it most. 

France must accept some suggestion thut 
will permit a restoration of commerce with 
Germany and effect that measure of world 
disarmament we are all so desirous of ac- 
complishing. 

We on our part must realize the impos- 
sibility of collecting the ten billion dollars 
due us under present conditions. Europe has 
not the gold with which to pay us even in- 
terest on this amount. They have only goods 
with which they might pay. Payment of 
this amount in goods would certainly mean 
great unemployment in America and rather 
than that we had better forget the entire 
debt. 

So each of the allied nations must con- 
tribute something for the general good and 
I make bold to suggest some steps that may 
be taken to accomplish the desired result: 

First. Allies to agree on substantial modi- 
fication of reparation terms in order to bring 
them within the bounds of possibility. 

Second. We to agree to a moratorium of 
say twenty years for debts due us. For the 
first ten years no interest to be charged. For 
the second ten years only a small rate of 
interest, perhaps 2%. After twenty years 
have passed we to receive our principal in 
full with a proper interest on deferred pay- 
ments from that time, possibly accepting from 
France, Italy and Belgium payment at the 
same rate of exchange existing at the time 
loan was made. 

Third. Those nations to whom this con- 
cession is extended to modify amount of rep- 
aration from Germany and make terms 
thereof with which it is possible for Ger- 
many to comply. 

Fourth. England to agree to make similar 
concessions to nations which are in her debt. 

Fifth. Steps must be taken to insure that 
Germany’s budget will balance. Her receipts 
from taxation, etc., must fully meet her cur- 


(Continued on page 14, col. 3.) 
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Making Collections Better in The 
Furniture Business 


By Earl A. Gillespie 


Credit Manager Standard Furniture Co., 
Salt Lake City, Utah 


BELIEVE, “For the good of the service,” 
I I should report my success in using the 
interest charge as a means of better collec- 
tions. The theory, was advanced in the No- 
vember issue under the caption “Collections 
and Credits,” “The Jewelers 


Circular.” 


taken from 


Our accounts are fully 95% installment ac- 
The terms ranging from sixty days 
to, in extraordinary cases, two years. Our 
title retaining contracts which are taken on 


counts. 


every sale carry a stipulation that interest 
may be charged at the rate of 12% 
after maturity. 


per anum 


The stand is taken by us, as soon as a 
payment is missed, this particular payment 
matures and is subject to, and is applicable 
to the terms of contract which makes it per- 
fectly lawful and right for us to immediately 
charge the interest on the one payment that 
is missed. 

Our bookkeepers make this charge on the 
In going through 
the customers’ installment ledgers, every ac- 


last day of every month. 


count that has no payment credited to it for 
the current month is subject to this charge 
which is placed. on a separate sheet immedi- 
ately behind the regular ledger account. We 
do this, instead of charging it on the cus- 
tomer’s account direct, because the interest 
charge is made with the hope that it will 
bring in the payment missed the following 
month. This cuts down considerable book- 
keeping and as the charge never reaches the 
journal, it does not increase the book ac- 
counts and is discountable by merely draw- 
ing a pencil through the charge when the 
payment is made up. 

Shown below is the charge slip we send 
to the customers who have failed to pay their 
installments. 
the statement that the interest will be dis- 


Note the stress we lay upon 


counted as soon as the payment is made up. 

The customers have the full length of their 
contract in making up these arrears. This 
interest charged is carried on the interest 
ledger sheet behind the ledger account and 
is not charged into the regular account until 
the money is actually collected, or until the 
merchandise has been paid for in full, ne- 
cessitating such a charge in order to keep 
the account alive. It is at that time only 
that the interest is considered as a journal 
entry in taking off monthly balances. 


We have found, where customers’ regular 
terms are $15.00 per month and they miss a 
payment, they will invariably, during the 
next few months, increase that $15.00 install- 


ment to $17.50 or $20.00 in order that thev 
might secure the credit which we have 
promised them or that they might have the 
interest discounted by making up the pay- 
ments which they have missed. 


It must be admitted that some difficulty is 
experienced in making no discrimination of 
customers’ accounts. It is immaterial whether 
the customer’s account has run for twelve or 
fourteen months regularly and never missed 
a payment, when that payment is missed the 
interest is charged. In this one respect all 
customers are in the same class and if they 
are not intentionally and wilfully neglecting 
the installments, they are more than pleased 
to avail themselves of the opportunity of 
making this payment up, securing a prompt 
rating and having the interest discounted. 


On new accounts contracted from the 28th 
to the 31st of the month, many customers will 
invariably let their installments drag and 
pay them on the Ist of the month following, 
that is, instead of taking thirty days in pay- 
ing the installment, they take possibly thirty- 
five days. Unless there is an arrangement 
made at the time of closing the contract 
when the payments should come, thirty-five 
days after delivery of goods as referred 
above, they are subjected to the interest 
charge. It necessitates some little time in 
explaining to them that they are not charged 
interest for five days and if the customers at 
the time they come in to complain of this 
charge are not handled promptly, courte- 
ously and carefully, they will become dis- 
satisfied customers at the beginning of the 
account. In these particular cases, we are 
very glad to discount this interest charge and 
fix in the customers’ minds the very neces- 
sary and definite idea that payments on their 
accounts will be expected on or before the 
date which at the time of your conversation 
with them must be decided upon. 


Another disadvantage, if it can be termed 
such, in charging interest on accounts, we 
find is that the perpetual slow payer or the 
customer who is living beyond her means, 
will avail themselves of this interest charge 
as an opportunity to delay the payments until 
their next due date, believing that the mer- 
chant should be satisfied with the interest and 
allow the installment to lapse. 


In making the collections on our accounts, 
we do not take the interest charge into con- 
sideration. Our collections have no note 
made on them of this charge and it is not 
considered as a form dunn. None of our 


dunning correspondence refers to the interest 





charge that was made by reason of tlie cus. 
tomer not paying the preceding month, and 
the customer soon comes to realize that they 
cannot expect and certainly will not receive 
any consideration by reason of the charge as. 
sessed. 


The suggestion presents itself, if we dis. 
count this interest, is its use emphatic enough 
to merit the actual expense of making the 
charge? 
worth considerable to us at the end of the 
year financially, aside from the psychological 


Our answer to this is that it jg 


effect on the customers. 


We have no fear in recommending the 
interest policy to installment houses and can. 
not for a moment see why it should not be 
applicable to those handling open accounts 
only. Your goods are figured and marked 
to carry a certain percentage of interest 
charge. It is presumed that as soon as the 
charge is on the books it will be paid ina 
certain length of time, but if debtors cannot 
handle 
this presumed 
should not only be requested but obliged to 
pay for the additional use of your money 
tied up in the merchandise you have deliy- 
ered to them. 


CHARGE SLIP 


Your account has been charged $ 
est because you did not pay according to 
agreement. 

THIS INTEREST WILL BE DIS 
COUNTED AS SOON AS THE PAYMENT 
IS MADE UP. 
would much rather receive your regular in- 
stallment than make this charge and hope 
that you will soon be able to take care of 


their account with you on or before 


limit of liquidation, they 


inter- 





We assure you that we 


same. 
STANDARD FURNITURE COMPANY. 


Our Interest in the Eco- 

nomic and Financial Con- 
dition in Europe 
(Continued from page 13.) 


rent expenses plus the amount of indemnity 
obligation finally settled upon. 


This protection is vitally necessary to i 
sure good faith on the part of Germany, al 
though it would seem that settlement having 
been reached, her own self interest would 
be a guarantee of good faith. 


The big thing now is to conceive some plat 
which will enable the countries of Europe 
stabilize their money in order that commertt 
may flow freely as between countries and 
thus avert the impending disaster which 
threatens the world. 

These suggestions are neither philat- 
thropic nor idealistic, but simply good sound 
business sense. They will create kindly feel 
ing toward us, that intangible asset whic 
can be made to pay dividends in time © 
come, much greater than the ful! amount of 
debt owing us. 
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SMALL TOWN CREDIT ASSN. MADE 
SELF SUSTAINING 


The Adams County Credit Association, 
with ofices at Brighton, Colo., on September 
1 became a merchant-owned organization, 
the Weld County Credit Association which 
established it as a branch office a year pre- 
yious, turning the files and equipment over 
to the officers. 

Adams County adjoins the city and county 
of Denver, and is one of the smaller coun- 
ties in Colorado. Brighton is the only town 
of any size, and has a population of 35v0. 
Brighton is the smallest town in Colorado, 
if not in the Rocky Mountain Region, to 
maintain an exclusive credit organization. 

Brighton is located close to the Weld 
County line and on account of many of the 
customers of members of Weld County Credit 
Association being located in Adams County, 
the association was established by the Weld 
County Credit Association for the benefit of 
the members of the association in the south- 
ern portion of Weld County. 

On account of the smallness of the county, 
and small population of Brighton, the office 
was operated for a year at a deficit of 
$1,000 by the Weld County Credit Associa- 
tion in order to demonstrate to merchants 
and business people and professional men of 
Adams County that a credit organization 
could be made self-supporting even in such 
acommunity. We are glad to report at this 
time that the organization is self-supporting, 
and Frank Field, secretary of the Weld 
County Credit Association, organizer, states 
that he is glad that he has had an oppor- 
tunity of demonstrating, not only to the peo- 
ple of Adams County, but to other rural 
communities, that a credit and collection 
bureau is possible in a community, even 
though it is tributary to a large city. 





SPRINGFIELD, MASS.—Had an excel- 
lent meeting November 16th, taking in eight 
new members, making a total of 75. A spe- 
cial Newspapepr Advertising Campaign will 
be launched and a drive to increase mem- 
bership to 250 will take place after the Hol- 
idays, 





OMAHA, NEBR.—On November 15th, 
the Associated Retail Credit Men of Omaha 
held their annual Dinner in the Burgess- 
Nash Tea Rooms. Mr. Walter W. Head of 
the Omaha National Bank was Toastmaster. 
The speakers were E. W. Nelson of Lincoln, 
President and David J. Woodlock, Secretary- 
Treasurer of the Retail Credit Men’s Na- 
tional Association. About 250 were present. 
Omaha has one of the best Credit Rating 
Bureaus in the land, due to the untiring 
efforts of Mr, Jas. W. Metcalfe the Secre- 
lary of the Retailers Association and a large 


increase in National membership is expected 
this year, 


SNAPSHOTS OF THE 1921 BANQUET 
OF THE ASSOCIATED RETAIL CREDIT 
MEN OF NEW YORK 


The date was Saturday, November 19th, 
the place—The Commodore Hotel. 

The grand ballroom where the scene was 
laid was beautifully decorated with flags, 
and the dainty lights on the fifty-eight tables 
shed a soft glow throughout the room. The 
Committee in charge evidently felt good 
themselves and intended that everyone of the 
400 guests should feel good also, if one can 
judge from the fun-making apparatus on 
every table. 

Between the courses, each of which seemed 
more delicious than the preceding one, the 
guests sang songs of the present and by-gone 
days. 

The first speaker of the evening was Mr. 
Richard Saunders, Controller of the Famous- 
Lasky Players Corporation. His talk was on 
“Creeds and Criticisms,” and he kept his 
audience deeply interested. 

Mr. J. H. Trego, Secy.-Treas. of The 
Wholesale Credit Men’s Assn., was equally 
interesting in his speech in which he voiced 
several forceful patriotic thoughts. 

Mr. Samuel W. Grasslin, the Industrial 
Missionary of the Young Men’s Christian As- 
sociation, gave a clear, stirring talk on 
The keynote of 
the subject was the decline of the real home 


“Making America Strong.” 


life in America, especially in New York’ 


City. Mr. Grasslin believes, as do all right- 
thinking men and women, that the strength 
of a nation is in its home life, and if men 
and women are not reared with the reverence 
for Mother, Father, and Home, they cannot 
have the best qualities of manhood and 
womanhood that go to make the real back- 
bone of a nation. 

The Banquet was the best given by the Re- 
tail Credit Men of New York who now boast 
of being the largest Local Association in the 
R. C. M. N. A. 
bers attended and among the guests was Col. 
Franklin Blackstone, Past President of the 
National Association. 


About four hundred mem- 





NEW CREDIT ASSOCIATION AT 
SCOTTS: BLUFFS, NEBRASKA 

On November 1, a Credit Association was 
organized at Scotts Bluffs, Nebraska, by A. 
V. McCanless, formerly head of collection 
department of Laramie County Credit Rating 
Association at Cheyenne, Wyoming, and 
Miss H. Huckman, formerly stenographer of 
the Chamber of Commerce at Scotts Bluffs, 
Nebraska. 

The organization is being perfected under 
the same system as employed by the Weld 
County Credit Association which has estab- 
lished six other similar organiza‘ions in 
Northern and Northeastern Colorado, tribu- 
tary to the Scotts Bluffs trading territory. 


News From Local Associations 


LINCOLN, NEBR.—On November 16th, 
the Lincoln Retail Credit Men’s Association 
held an enthusiastic meeting attended by 
about 225 members and store executives. E. 
S. Gunn Chairman of the Advertising Com- 
mittee made a report on results of his in- 
vestigation of the success of advertising cam- 
paigns in other cities. Mr. John P. Drennen 
reported great success by members using the 
Association Collection letters. National Pres- 
ident Nelson introduced Secretary David J. 
Woodlock who spoke on the necessity of co- 
operation and increasing membership. Mr. 
Byron W. Dunn of the National Bank of 
Commerce presided. 





QUINCY ASSN. SUCCESSFUL 

The following from L. E. Gillhouse, Cr. 
Mgr. of Halbach, Schroeder Co., Quincy, III., 
tells how successful has been the first year 
of the local in his city. 

“I have read with considerable pleasure 
and interest the November issue of the Credit 
World, and I want to compliment you. It 
certainly contains as much information and 
interesting reading as any wide awake credit 
man could desire. We are now closing for 
our first year and the Association has not 
only proved a successful venture financially, 
but it has done a lot to bring our merchants 
together.” 





OFFICIAL STATE ASSOCIATION 


We believe that all credit grantors should 


‘know that there is only one OFFICIAL 


STATE ASSOCIATION OF RETAIL 
CREDIT MEN and that its title is the 
CALIFORNIA STATE ASSOCIATION OF 
CREDIT MEN AND CREDIT REPORT- 
ING BUREAUS. This organization has NO 
affiliation with the State Credit Association 
or the Credit Association of California, both 
of which are 
Credit Echoes. 


collection agencies —From 





A MESSAGE FROM PORTLAND 

John F. O’Gara, Credit Mgr., Lipman 
Wolfe & Co., Portland, Ore., recently elected 
President of Retail Credit Men’s Assn. of 
Portland, sends the following inspiring mes- 
sage: 

“T would like to send this message to head- 
quarters: That I believe Portland and the 
great Northwest has awakened to the fact 
that its merchants in the Retail trade really 
need organized effort to combat the losses of 
the past and are finding this need in the re- 
sults of these local associations of credit 
grantors. Every week shows us tangible 
benefits that we endeavor to carry on to the 
uninitiated.” 


(Continued on page 18.) 











































ee 


Se Se. 


Se eee ere ee Ae, 


The Credit World 


Authorizing charges at J. W. Robinson Co. 


After using the National Electric Credit System for more than 7 years, this Los Angeles 
store writes: 
“Following are a few of the reasons why we prefer the National System for authorizing 
charge sales checks: 
‘Allow authorizers to handle ‘Refer Charges’ with dispatch—no delay. 
“Centralize credit information—keeping it up to date, accurate, and accessible. 
“Eliminate ‘Wrong Addresses’ and quickly note all ‘Change of Address’ items. 
**Move stations without delay or excessive cost—system is flexible. 
“Train authorizers in spare time to prepare for advancement to other lines 
of credit work.” 
The National Electric Credit System gives customers quick, accurate service. It gives 
the credit office direct control of every authorization. 


The National Cash Register Company, Dayton, Ohio. 
Offices in all the principal cities of the world. 
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News From Local Associations 

(Continued from page 15.) 
CREDIT MEN HEAR FACTS OF TRADE 
IN NOVEL MANNER 


Credit men, take warning. 
are too careless. 


Some of you 
You may be facing a suit 
for damages brought by your firm if you are 
not absolutely certain about the person to 
whom you authorize credit. 

Such was the inference obtained in a de- 
cision handed down by “Judge” John Boyle 
O’Hare, in Westminster court, at a special 
session convened to hear a hypothetical case 
hrought under the direction of the Retail 
Credit Men’s Association of Boston. 


Underlying the humor and moments of 
farce that a mock trial may produce was 
the educational aspect presented Wednesday 
evening at the Westminster hotel to more 
than 300 members of the association present. 
For more than a month President Harry B. 
Brooks and the attorneys, judge and wit- 
nesses had planned the presentation of facts. 
The success of the experiment was shown by 
the number of questions on points of law put 
to “his honor” at the conclusion of the trial. 

The trial was preceded by a banquet and 
short business meeting. 


“The Emporium, Inc.,” was the imaginary 
firm that came before the court as plaintiff 
against “John Atherton Doebell” and his 
wife, “Elizabeth.” The parts of the two 
defendants were taken by Edwin W. Ray 
and Miss Elizabeth M. Lynch of the E. T. 
Slattery Co. Atty. O’Hare was the presid- 
ing judge. 

The case was prosecuted by Attys. Arthur 
F. Breed and Burt E. Holland. Attys. Wil- 
liam J. Kenny and William W. Brooks rep- 
defendants. D. P. Colville, 
clerk of Suffolk Superior Civil court, acted 
as clerk and Court Officer Michael J. Mc- 
Donough, also of Superior court, acted his 


resented the 


every-day role. 

The plaintiff alleged the defendant owed 
it money for goods purchased by the defend- 
ant’s wife to the amount of $720 and enum- 
erated a hat, dress, victrola, set of books 
and fur coat. 

The defendant replied that the purchase 
of the hat and 
by him, that the victrola and set of books 
were not necessities and that the fur coat 


dress was not authorized 


He also said that at 
the time the goods were sold, he was a 


was never received. 


minor under the age of 21 years. 


The “judge” found that the hat was a 
necessity and that the husband had failed to 
provide a suitable hat and that the plain- 
tiff should therefore recover a fair value 
for the article. In the dress 
he found that although it was a necessity, 
evidence showed that it was not of the quality 
asked for by the wife and therefore found 
for the defendant. 


the case of 


The victrola and set of books were found 
not to be in a class with necessities and a 





verdict favoring the defendant was ren- 
dered. The defendant’s contention in the 
case of the fur coat was also upheld by the 
court because of the fact that the express- 
man delivering the article had obtained no 
receipt and neither had the firm. 


In closing, “Judge” O’Hare said that the 
credit manager who authorized a charge ac- 
count for the wife of the defendant had 
acted in a careless manner and might be 
held liable for damages by the company. 

Miss Nellie Handy, Charles L. Ferber, 
Louis McMann and J. J. McCarthy were the 
witnesses.—From Boston Telegram. 


BOSTON RETAIL CREDIT MEN HOLD 
TRIAL 
Interesting Points About Collecting on 
Charge Accounts Are Brought Out 

Members of the Retail Credit Men’s As- 
sociation enjoyed the mock trial held after 
the monthly dinner at Hotel Westminster. 
The dining room was arranged after the 
style of a court room, as soon as the meal 
Several court officers 
were present and served well to keep things 
moving “according to Blackstone.” 


had been disposed of. 


The case, tried without jury, and decided 
’ was of a character that has 
caused no end of trouble to credit men in 


by the “judge,’ 


the past, involving the rights of a merchant 
who has sold goods, both necessaries and 
non-necessaries of life, on credit to a mar- 
ried woman, still a minor, and who has not 
been granted authority by her husband to 
make the purchases. The testimony, the 
arguments of counsel and the final judgment 
of the court were heard with interest. The 
decision was said to be good law. 


A suppositious credit store sued an imag- 
inary “John Atherton Doebell” for a bill of 
$750, contracted without his knowledge by 
his wife, a minor, at a time when he also was 
a minor, the articles purchased being a $15 
hat, a $100 phonograph, a $60 taffeta dress, 
books costing $25, as a gift for a friend, and 
a $520 fur coat for her own use. The sales 
of the testified that he 
granted Mrs. Doebell, a stranger to him, 


manager store 


credit for “whatever she chose to buy” after 
he had learned that her husband was in 
affluent circumstances and that he had ac- 
counts in two or three other local stores. 
That he had made no effort to ascertain 
whether the purchaser was of age or if she 
had authority from her husband to buy on 
credit at his expense, and that the purchases 
had been delivered at the defendant’s home 
by express. 

Doebell and his wife testified between 
them that he gave his wife $50 a week “pin 
* that he had never refused to buy 
her necessities of life, that he had given her 
money to purchase a fur coat before she 
bought the coat and had it charged, that he 


money,’ 


had never authorized her to have purchases - 


charged to him, and that the fur coat had 
never been delivered to the purchaser. 


—. 





“Judge” John B. O’Hare decided that the 
store could recover only $12 of the $129 
sued for, $12 and not $15, being the actual 
value of the hat, according to testimony of 
an expert. The value recovered 
because the hat was a necessity and 
the husband had failed to buy one for his 
wife. Though the dress was a necessity, 
nothing was recoverable on it, because “jt 
had split across the knees the second time 
it was worn.” The husband was not re. 
sponsible for books bought as a gift for a 
friend, and nothing was recoverable for the 
fur coat, as defendant denied it was ever de- 
livered and there was no proof that it had 


was 


been. 
of life. 


The phonograph was not a necessary 


NELSON PARAGRAPHS 


National membership leads to uniformity 
of credit operation, locally and in neighbor- 
ing cities, which yields direct benefits to the 
retail credit grantors. There are many 
reasons, from a purely commercial standpoint 
alone, why it is commercially profitable to 
extend our National membership.—In addi- 
tion to the commercial value of an extensive 
membership throughout the country there is 
the great value of fellowship and other al- 
truistic activities. 


The experience of the writer, and many 
active members of our Association, over a 
long period of time has convinced us that 
the possibilities of National membership are 
so interesting and valuable that we gladly 
give a great deal of our time and strength to 
the advancement of this inspiring Associa- 
tion, and to the assistance of our fellow 
credit men over the country. Our employers, 
seeing the results obtained, are willing that 
we should devote this large amount of time 
and effort to this work for the betterment of 
retail credit conditions locally and nationally, 
as they have seen the direct value of this 
National membership in many, many in- 
stances. 


SEATTLE PRAISES NELSON 
All members of our National Association 
who can come into contact with such mani- 
fested co-operation on the part of our Na- 
tional President, cannot fail to be impressed 
and gratified with the spirit which he is net 
only advocating but actually spreading and 
exemplifying in his own business. 
Again thank you. 
Yours very truly, 
Walden F. Muller, 
Manager, 
Seattle Retail Credit Assn. 
Seattle, Wash. 


oD 





Get a Membership Sign from the 
National Office. 
Pric~ 50c. 
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From a standpoint of honor, if not of 


ethics, no Exchange should use these forms‘ 


for the purpose of “grafting” antecedent 
information in cases where a subscriber is 
a “Thank-you- 
suggests a more respect- 
the 


contemplates, without directly asking, a rea- 


paying for a special report; 
in-advance letter” 
able procedure. Nevertheless, system 
sonable degree of liberality ‘along the line of 
voluntary information,. for it is hoped that 
by casting a few dainty morsels to the sub- 
scriber he will in time swallow the “hook, 
line and sinker.” Of course, no Exchange 
would be expected to make a free investiga- 
but, if, 


records, 


in instances where it had office 
it would write on Form No. 


tion, 
2a 
brief synopsis of the facts, such occurrences 
would be just frequent enough—say, once out 





of three times—to demonstrate to the sub- 





scriber, a fact which he- does not now seem 
to realize, that out-of-town antecedent in- 
formation is just as. valuable as local ante- 
and that he should there- 
fore order and pay for antecedent investiga- 
tions of all newcomers. Hardly any Ex- 
change could demur when the incentive to 
co-operation is so pronounced, for, if the 
should send to the “Receiver” 
a copy (almost costless) of the Forwarder’s 


cedent information, 


“Forwarder” 


report on a newcomer, accompanied by Form 
No. 1 and Form No. 2, with a stamped re- 
turn-envelope, the Forwarder would thereby 
put no expense on the Receiver to answer, 
and would actually have offered to pay for 
any unfavorable information furnished by 
the Receiver, notwithstanding that the For- 
warder’s report might prove more valuable 


ee 


to the Receiver than the report that the Re. 
ceiver might make to the Forwarder, |p 


other words, the Receiver would be under 
obligations to the Forwarder. So, in this 
situation, what would the Receiver do? The 


best evidence is to show what has been done 
in an actual test. 
On September 1, 1920, 


started to use the system according 


the writer's office 


to the 
(printed below). 


* 


instructions on Form No. 3 
except in cases where satisfactory anteceden 
information could be gotten through local 
sources and also where subscribers could be 
induced to order complete out-of-town reports, 
The first exception eliminated a large num. 
ber of cases in which the system might have 
been used, but this does not materially af. 
fect the net result as figured in percentages 





In re Name 


Date 





Present Address 





Former Address 





Occupation _ 





To 





formerly resided. 


Form No. 3. 





Newcomers’ Identification System. 


INSTRUCTIONS TO FOREIGN CLERK 


Require all typists to file on your desk a carbon copy of all reports that are written on persons who have resided less than two 
years in our city or suburban territory. 


Fill out on the typewriter the three forms, using the carbon for Nos. 2 and 3, and send Forms 1 and 2 
copy of the report, to the Exchange member, or correspondent, covering the territory where the person named in the report 


File Form No. 3 in chronological order, in file drawer at your desk. 
If no response has been received after waiting ten days, write to a new correspondent, and file this form (No. 3) under the name 
of the correspondent’s town, in file drawer provided for the record of members and correspondents who do not answer. 


Send a copy of all answers, whether special reports or Form No. 2, to all subscribers who might be interested, making out charge 
tickets only in cases w here the information is unfavorable. 


If correspondent has sent special report, forward to him the customary fee. 

File with our Office Record in the General Files a carbon copy of all information received and sent out to our subscribers, whet her 
taken from Form No. 2 or from a special report, and then file in a separate file-drawer provided for the purpose the original 
report from the correspondent, whether it be Form No. 2 or a special report. 

Destroy Form No. 3 when it has been answered by a special report or by Form No. 2. 

Upon receipt of Form No, 1 from another office, answer it at once, and notify all subscribers who might be interested that we 
have learned the person's address and will furnish it if desired, at the price of one report. 


Note: 


The instructions should be modified 
to conform to each office. 


, together with the carbon 








Test During Twelve (12) Months Ending 





August 31, 1921: 

Forms No. 1 and 2 sent out....... 935 
Forms No. 2 returned without 

CEE oo ciccveeveteciacecses 427 
Forms No. 2 answered by addi- , 

tional information ranging from 

a few words to complete up-to- 

IE, “aesqasaiscatinanen 320 
Special. reports paid for by the 

MEE Awa gaewasn ta ceerne 18 
Total answered ....... —<—— 
Total unanswered .............. 170 
Sent to Exchanges 604 
UE AO SOIING hein isc caus nied 331 

., - | ee "935 
Answered by Exchanges ........ 507 
Answered by attorneys ......... 258 765 
Unanswered by Exchanges ...... 97 
Unanswered by attorneys ...... 73 170 

ce eer reer ee 935 


(Printed on pink paper.) 


Though it is remarkable to note that about 
three out of four answered, this does not 
signify that the system is 75 per cent efficient, 
one-half of the answers (427) 


and the value of 


for nearly 
were of a negative type; 
this kind of 
mined, because the credit-reporting business 


information cannot be deter- 
of many correspondents is too limited to 
the belief that their office records 
contain reports on even a majority of the 
Still, on the other hand, it 
is likely that most Exchanges, and attorneys 
handling commercial business, 


justify 
credit buyers. 


have some 
line on chronic delinquents and this class 
must therefore have been pretty well cov- 
Then, too, it 
that a great majority of the unanswered in- 
quiries (170) were chargeable to offices that 
usually answer punctually. 

However, 


ered. is worthy of mention 


those interested may further 


analyze the figures to suit themselves; no 
is needed here, 


elaboration other than to 





point out the apparentiy meritorious aspects 
of the plan. 

Its cost of operation is trivial. 

It pays for itself in advertising, by ret 
dering unsolicited service. 

It is a leader to closer co-operation be 
tween Exchanges. 

It provides a fair exchange of information 

It does not detract from paid service. 

It is a foundation upon which members 
may build their paid out-of-town business 

It demonstrates the fallacy of reciprocal 
reporting. 

Unfortunately, it is also one of those things 
that neither make nor break an Exchange, 
and is therefore likely to be sidetracked and 
forgotten in the rush of more important a 
fairs, especially in towns that have no per 
ceptible transient population. Yet in loci 
ing only a few persons, we see much labor 
lost in preparing and checking lists cit 

(Continued on page 21, col. 3.) 
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Pay Promptly Advertising 
Campaigns 


Report of E. S. Gunn to Lincoln, Nebr., Association 


R. PRESIDENT, Ladies, Gentlemen 
M and Fellow Members of the Lincoln 
Retail Credit Men’s Assn.: 


As Chairman of the Advertising Commit- 
tee, I take it that I am expected to show 
wherein advertising systematically, the value 
of “Pay Up and Pay Promptly,” has not only 
brought immediate relief and financial suc- 
cess to Merchants and Retail Dealers of 
other cities, but will offer relief to the Mer- 
chants and Retail Dealers of our City. 

Credit is a wonderful convenience. With- 
out it, there would be no development, no 
business to speak of. Yet credit is like 
dynamite. Properly used, it is a helpful 
force; recklessly handled, it is alive with pos- 
sibilities of danger. Business rules and prac- 
ties become established, more because of 
their effect on the whole group than on an 
individual. Business, after all, is impersonal. 
Every man’s the same. The Credit manager 
must look upon all men with a single eye. 
In the focus of that eye, no man is big, no 
man is rich, no man is powerful, none is 
small, poor or weak. He is measured with 
but one standard: “Does he pay promptly?” 

This is the all important question before 
us this evening. How can we demand or 
ure a “Pay Promptly” system in Lincoln, 
and make it positive and certain. Communi- 
cations from other cities indicate to me the 
possibilities of a systematic advertising cam- 
paign, backed by the Merchants and Retail 
Dealers, in bringing the question squarely 
and honorably before the public. These 
ities have not abused or used any under- 
handed methods in demanding a “Pay 
Promptly” system, but rather in a series of 
well written ads, run in the daily papers 
fora period of from four to six weeks, have 
emphasized the importance of “protecting” 
the buyer’s credit by paying his bills 
promptly. As one ad in the New Orleans 
campaign puts it, “It’s better to ‘Come 
Clan’ Don’t try to sidestep your credit 
obligations, and think you are doing the 
lever thing when you ‘stall off? a credit 
manager or his collector. It’s hurting you 
more than you know. That way of doing 
things is putting a black mark against your 
tame in the records of every one of the 347 
credit managers affiliated with the New 
Orleans Retailers’ Credit Bureau. The black 
mark gets blacker and heavier the longer 
you play the game wrong.” 

Beginning in 1918 the New Orleans Re- 
uilets’ Credit Bureau and the New Orleans 
Retail Merchants Bureau, working together, 
put on an advertising campaign in the form 
if propaganda to urge prompt payment of 
ill bills. This campaign cost $950 and it is 
“ported, produced good results. In 1919 








there was a similar campaign on a much 
larger scale. Advertisements appeared in 
the newspapers and on bill boards for 30 
days, and the merchants found that the 
$1550 they had spent on this had brought 
even greater results than the previous cam- 
paign, and had been used to even better 
purpose. The 1921 “Pay Promptly” drive is 
now on, and from every indication, the tone 
of the advertisements and literature, I take 
it they will not be disappointed in its suc- 
cess. 

The big thing as I can see it, is the full 
and complete co-operation of the business 
men of this city; the same team work and 
faith that dominated the campaign of New 
Orleans and various other cities, must pre- 
vail or we might as well part our ways now 
and save the additional expense. 

I was interested in the “First” ad to ap- 
pear in the New Orleans 1921 drive. Using 
a one-half page ad they displayed the fol- 
lowing advertisement: 


“A word to the man who owes money, — 
and what man does not? 
You are welcome on our books; 
We want you with us always; 
We value your business most highly; 
We will do anything we can to accommodate 
you; 
You are our prop and our mainstay; 
Long may you live and prosper and —— 
PAY UP. 


“The salaried man who pays promptly— 
pays last month’s bills this month—is more 
highly esteemed than his big, rich neighbor 
who has to be continually dunned for set- 
tlement.” 

You can see by this form of propaganda, 
all classes are touched and in such a way 
as not to bring offense to anyone. The 
spirit of wanting to pay the bills in order 
to prevent one’s name being on the black- 
list of every merchant in our city, would 
undoubtedly become the answer to our cam- 
paign. At least I for one think it worth 
trying. 

To give you an estimate of the cost of 
such a campaign would truly only be an 
estimate, based entirely on what I might 
consider sufficient advertising, size of ads, 
and length of time to carry on the cam- 
paign. When one takes into consideration 
these points plus the cost of a good ad 
writer and other local expenses, all of which 
would be pro-rated to each member affiliat- 
ing, I do not think the expense would weigh 
materially in comparison to the great good 
that we can expect. 

Respectfully submitted, 

E. S. Gunn, Chairman, 
Advertising Committee. 


Definition of Credit Manager 

(Extract from talk given by J. W. Metcalfe 

of Omaha at Convention of Retail Credit 
Men’s National Association). 


“The Credit Man or Woman, if you please 
must be a student, must study the business 
of the firm with which he is connected. In 
order to efficiently handle the credit man’s 
position, a man or woman must have confi- 
dence in themselves. They must be fearless 
at all times. They must be tactful. They 
must be full of initiative. They must have 
a good memory. Must be original. Must 
be able to control temper. Must have good 
reasoning power, and use exceptional judg- 
ment. Must know the fundamental princi- 
ples of selling and of retail store manage- 
ment. Must be able to analyze a financial 
statement. In fact, the credit man who 
wishes to obtain all the aid possible from a 
credit reporting bureau, must be a big man; 
must be one who believes in that biblical 
command, “Do unto others as you would have 
others do unto you.” 


Newcomer’s Identification 


System: 
(Continued from page 20.) 


lated throughout the country, though, if such 
a method were universally employed, so that 
a single list issued periodically would con- 
tain the names of all persons “wanted” 
during the respective periods, each Ex- 
change would have to record all the names, 
in order to keep advised of the arrival of 
any one of the persons wanted. Obviously, 
there is not an office that could afford to pay 
for the necessary filing space, let alone the 
cost of checking and recording. 

Now, under the proposed system, the as- 
cending cost of enlarging active files may 
be cut by destroying, or by transferring to a 
“discard” cabinet, the office records of per- 
sons reported elsewhere. But the outstanding 
feature of the system is that it actually lo- 
cates a person each time that it is used, and, 
if it were used in each territory on each 
newcomer, it would locate every person 
wanted, except in instances where the pro- 
fessional absconder, or even the “honorable 
skip,” has developed the criminal instinct to 
operate under an alias. Thus, “your” Ex- 
change would be notified of the whereabouts 
and latest occupation of every credit-buyer 
that leaves your town, and, in return, you 
would have only to scribble on Form No. 2 a 
few words to indicate the contents, or ab- 
sence, of an office record in your files. In 
this way, as a person moves from place to 
place, each office, in its proper order, auto- 
matically attaches a link to his chain of oper- 
ations, and thereby holds him in check, no 
matter how far or how fast he travels. 

Members who desire to use the System 
may obtain, at cost, the printed forms from 
Mr. James R. Truesdale, Secretary Credit 
Service Exchange Division, R. C. M. N. A,, 
1310 Wick Building, Youngstown, Ohio. 
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The Financial Digest 


By W. Ries, Research Division 


FOREIGN TRADE 


1921 1921 
October September 
Merchandise Export $346,000,000 $325,000,000 
Merchandise Import 183,000,000 179,000,000 
Excess Export 163,000,000 146,000,000 
BANK CLEARINGS 
1921 1921 
October September 
Total, United States $30,200,000,000 $28,200,000,000 
Outside of New York 14,200,000,000 13,200,000,000 


RAILROAD NET EARNINGS 


1921 
September 
Gross Earnings $496,700,000 
Operating Expenses 376,100,000 
Net Earnings 120,600,000 


As there appears to be a general demand for Uniform Trade and 
Bank Inquiry Blanks, Col. Franklin Blackstone, Chairman of the 
Credit Dept. Methods Committee, submits the following, recom- 


mended by the Committee. Particular attention is called to the 


Bank Reference Inquiry which has been endorsed by leading 
Bankers of Pittsburgh. 
JOSEPH HORNE CO 
PITTSBURGH, PA. 
Department 
of Accounts 
eRe meee Oe eee me 192. 


Gentlemen: 

As we have been referred to you, please give us such information 
as you may have regarding the financial responsibility and credit 
standing of 


Name 


NG SRONOOE: Bi seen eeddeasevwss Occupation 


a a inn lh ra eels ieee iarnele needed in eel ae 


Yours truly, 
JOSEPH HORNE. CO. 











DP ccitesteens pexeeecnadepeene 

a es. ; | z Pays us in nina 

ge  ereererrere eee 1] 30 Gaye ..cccccvecces | ccccceves 

Highest Credit . ..... ere STR AE, TET 

Now owing .......... Di scckos | 90 CE sivwknt any end Scie cenese 

Is Account Satisfactory? ...... | 4 months, or longer... | ......... 

Is Account Guaranteed? ...... | Acenunt closed ...... | .......:. 
re Peet ere | Collected by Attorney 

OEE CTE EET OCT TT Tee ee eee ee eer 








109,200,000 





—.., 


Ten Commandments of 
Business 


1. Handle the hardest job first each day. 
Easy ones are pleasures. 


1920 
October 2. Don’t be afraid of criticism—criticige 
$751,000,000 yourself often. 
334,000,000 3. Be glad and rejoice in the other fellow’ 
417,000,000 success—study his methods. 
4. Do not be misled by dislikes. Acid ruins 
the finest fabrics. 
1920 5. Be enthusiastic—it is contagious. 
October 6. Do not have the notion that success 
$38,800,000,000 . ‘ 
18,200,000,000 means simply money-making. 
7. Be fair, and do at least one decent act 
every day in the year. 
1920 8. Honor the Chief. There must be a head 
September to everything. 
$617,500,000 9. Have confidence, and make yourself IT, 
508,300,000 10. Harmonize your work. Let sunshine ra- 


diate and penetrate —Exchange. 


Uniform Trade Inquiry Blanks 


JOSEPH HORNE CO 
PITTSBURGH, PA. 
Department 
of Accounts 


Gentlemen: 

As we have been referred to you, please give us such information 
as you may have regarding the financial responsibility and credit 
standing of 


Name 


Yours truly, 


JOSEPH HORNE CO. 








DD bh 0s06s0Gs08<0 scene 
Amount of Credit Desired $ ...............006 eoees per month. 
REPLY 
5 Yes. oe 
Account with us since............ 19 Any Loans? jy, 


or endorsement?....+ 
Is account satisfactory?...Is it small?.. 
Estimated Net Worth $ 


Remarks 


.Moderate ?. . .Large?..- 


. . . . 7 . . C, 
This information is confidential and furnished to Joseph Horne © 
by request, without liability on the part of this Bank or any of its 
officers. 


ee 





} The C 


bers to 
princip 
At th 
Washit 
tail Cr 
organi: 
ship of 
manag. 
for sev 
ter we! 
the co’ 
membe 
to hol 
time tl 
charac 
very | 
outgre’ 
which 
from ¢ 
The 
"Te i 
agenci 
assista 
ness re 
Ness 0 
but wi 
reaus 
were ¢ 
until t 
reaus 
vately 
term 1 
and th 
of the 
At t 
these 
merch 
about 
greate 
which 
nature 
The « 
need 
work 
part b 
ganizs 
in pre 
advan 
posed 
gust, 
tions 
a bra: 









ch day, 
CTiticise 
fellow’s 


id ruins 


Success 
cent act 
> a head 


rself IT, 


shine ra- 


» 98S... 


formation 
ind credit 








Horne Co. 
any of its 








The Credit World 








_—_—_———— 


The Amalgamation 
By W. .S. Radway 
President C. S. E. D. of the R. C. M. N. A. 


HE National Association of Mercantile 
yy one was organized in the City of 
New York on the second Tuesday in Au- 
gust, 1906, and grew from half a dozer: mem- 
bers to about one hundred members in the 
principal cities of the United States in 1912. 
At the annual convention held in Spokane, 
Washington, in August of that year the Re- 
tail Credit Men’s National Association was 
organized and the majority of the member- 
ship of the new association was composed of 
managers of credit reporting agencies and 
for several years the conventions of the lat- 
ter were held at the same time and place as 


the conventions of the N. A. M. A.,, the 
membership not being large enough in itself 
to hold separate conventions. Since that 


time the R. C. M. N. A. by virtue of the 
character of its membership has grown to 
very large’ proportions and in size speedily 
outgrew the membership of the N. A. M. A. 
which was confined to one representative 
from each city. 

The first object of the N. A. M. A. was 
the 


agencies by the interchange of ideas, mutual 


“To improve business of mercantile 
assistance, concerted action and closer busi- 
ness relations.” In the early days the busi- 
ness of each agency was privately owned 
but with the growth of merchant owned bu- 
reaus throughout the country the by-laws 
were extended to admit them to membership 
until the membership of mutually owned bu- 
reaus became equal in number to those pri- 
vately owned and thereafter the use of the 
term mercantile agency became an anomaly 
and the question arose of changing the name 
of the organization. 

At the same time the great desire of both 
these agencies and bureaus to serve the 
merchants through the credit men brought 
about the wish on the part of the leaders for 
greater co-operation relations 
which must at all times be of a harmonious 
nature to bring the best results for both. 
The credit men themselves, realizing the 


and closer 


need for this instrumentality in their own 
work were also inclined to take an active 
part by advice and counsel in each local or- 
ganization, so that each might help the other 
1 properly conducting their affairs to the 
advantage of both, and therefore it was pro- 
posed at the convention in Houston in Au- 
gust, 1921, that the two national organiza- 
tions be amalgamated, the N. A. M. A. as 


a branch or division of the R. C. M. N. A., 





Credit Service Exchange Division 


Edited by J. R. Truesdale, Divisional Secretary-Treasurer 
1310 Wick Building, Youngstown, Ohio 


the latter being much the larger and stronger 
organization by this time. 

A few of the leaders of both national or- 
ganizations, got 
evolved the present plan; and committees 


therefore, together and 
from each were duly appointed and worked 
out the details to the satisfaction of both 
with the result that the plan agreed upon 
was unanimously adopted in convention by 
Retail Credit 
Men’s National Association now has a divi- 
the Credit Service Exchange 
Division to look after the outside work of 
the credit 
clearing of ledger experience, to some extent 
collecting of accounts, and in fact all the 
activities outside the store itself. 


both organizations and the 
sion called 


office, investigating, reporting, 


There were a few bureaus conducted by lo-. 
cal credit merchants, Chambers of Commerce 
and other organizations largely through the 
activities of the credit men in the locality 
served who had not become members of the 
N. A. M. A., but by membership in the R. C. 
M. N. A. were known and recognized as 
affliated bureaus. ‘These, of course, auto- 
matically became members of the C. S. E. D., 
only requiring the completion of certain for- 
malities to place them in the same relative 
the organization as the 
former members of the N. A. M. A. have 


position in new 
now become, showing no advantage to either 
on the part of the R. C. M. N. A. 

It is to be hoped that every member of 
the R. C. M. N. A., whether a member of 
the Division or not, will urge upon his local 
bureau the advantages and advisability of 
becoming a part of the national organization 
in order that all may be strengthened and 
helped and that the best service that can be 
secured will be available to the merchants 
of the country and in particular to every 
credit man connected with the national or- 
ganization. 

To quote from the letter of Secretary- 
Treasurer Woodlock addressed to the former 
members of the N. A. M. A.: 

“The amalgamation of two great National 
Bodies cannot be accomplished without some 
thought and 
It will take a little time but we be- 
lieve in a year every one will be happy that 
We 
have so many things in common, we travel 


careful smoothing of rough 


edges. 
this joining of forces has come about. 


so much on the same road, we can make our 
existence of mutual help for the good of all. 

“There are weak Brothers, let’s strengthen 
them, there are some Brothers who are not 
on speaking terms, let’s help them to come 
to a better understanding; there are some 
who don’t know of their possibilities, let us 
get them started right.” 


And this spirit of fellowship is now ex- 
tended by the Credit Service Exchange Divi- 
sion and the invitation to all bureaus wher- 
ever they may be located to come into the 
national organization and help us all to work 
together for the good of the service which 
we owe to ourselves and to all those engaged 
in the same field of endeavor. 


FUR THIEVES IN BUFFALO 


Two women entered a local fur store and 
asked to wait for the husband of one of the 
women. They sat around quite some time; 
then one woman went out and the man en- 
tered. He was taken with a violent cough- 
ing spell and had to leave the store quickly, 
pulling up his collar as he left. The woman 
left at the same -time. When he left the 
place two fur coats were missing, valued at 
$1600.00. It is believed that he concealed 
them under his overcoat. They went through 
about the same procedure in another store 
not far away and took one coat valued at 
$600.00. The man is about 5 ft. 9 in. tall, 
and the women about 5 ft. in height. 











Satisfied Users 
Recommend Excello Pens 


“It was merely by chance that 
I became acquainted with your 
pens in 1918, and since that 
time I have used none other” 
—thus runs a letter from the 
Manager of The Retail Credit 
Men’s Association in a Western 
city (name on request). 

Made of extra heavy cold 
rolled steel and oil tempered, 
Excello Pens write smoothly 
and stand up under the hardest 





service. 
A special silver alloy plating prevents 
corrosion, insuring permanent pen 
satisfaction. 


Sold under an absolute guarantee— 
made in all popular sizes. 
Try them at our expense—s«mples on request. 





CoARSAn Eo 


H. F. KRUEGER 


Box 505 KANSAS CITY, MO. 
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Better Reports 
wer a day passes but that the 


Committee on Efficient Service, or 
some of the officers of the Division, receive 
samples of very poor reports from some irate 
forwarder. 

The Divisional Secretary is loath to be- 
lieve that inefficient service is purposely ren- 
dered. Rather he believes that the cause is 
to be found in lack of experience and lack 
of knowledge along reporting lines. 

Every day we read some such press notice 
as this: “The merchants of Doetown have 
organized a retail merchants’ credit associa- 
tion for mutual help in maintaining a credit 
bureau and for discussion of problems af- 
fecting the trade of the city. The organiza- 
tion is affiliated with the Doetown Chamber 
of Commerce and the Secretary of the Cham- 
ber will act as Secretary for the merchants 
until a regularly paid secretary can be em- 
ployed.” 

Now this secretary may be and probably 
is eminently qualified. It is also equally 
probable that he has had absolutely no train- 
ing in credit reporting. Chances are that he 
may never have had occasion to even read a 
standard up-to-date retail report. 

If this be true of the Chamber secretary 
how about the railroad man who has lost a 
leg, or the farmer who has rheumatism, or 
the widow, who start a rating agency or 
are employed to act as secretaries of the local 
bureaus or merchants boards? 

‘Not a word of this is derogatory. It is 
written that we may all of us appreciate 
conditions as they are. It is written to point 
out the way to those who may have had am- 
ple training along lines other than retail 
reporting. 

Just a word to the member fully qualified 
to render competent reporting but who is 
unwilling to exert himself for the compensa- 
tion rendered by means of the Division's 
prepaid ticket. 

There is no better preachment on this sub- 
ject than the actual experience of one of 
our old members, Mr. George Batten, of 
Chicago, who said in his address before the 
Houston Convention: 

“We are frank to confess that until the 
Commercial Reference Company became a 
member of the Chicago Rotary Club it was 
not prone to render any more service than 
it could get by with, and in some cases we 
thought our subscribers were asking too much 
of us. We held the erroneous belief that 
the less we gave the more we could profit. 
We have been completely converted and we 
are endeavoring to serve our customers in a 
better way, giving them more than they ask 
for, and seeing to it that they are being 
treated as we would like to have them treat 
us. The results of this policy have been a 
revelation to us. We found that we were 


very much mistaken in our thought that the 
less we gave the more we profited—it was 
just the opposite. 


We have since profited 


much more than we did before we had this 
experience.” 


The best educational matter along report- 
ing lines ever brought to our attention is a 
one page letter-head size instruction sheet 
written by William R. Stone, of Washington, 
D. C. It is indeed a text book in one page. 
Every office should have a definite skeleton 
outline form to be followed in writing re- 
ports. Stone’s outline is indicated by the 
main headings—“Identity, Occupation, Real 
Estate, Personal Property, Family Connec- 
tions, Personal Reputation and Credit Stand- 
ing.” 

The main heads are subdivided as follows: 
mc i ge | ne mre 
NI SII, 5h 3 oe wake oataia emheints 
Former Address 
Age about 


OCCUPATION: Give 
including commercial history; name of pres- 


past employments, 


ent employer, kind of business, location; 
capacity engaged, time, compensation. 
REAL ESTATE: 
“farm containing 200 acres,” 
mated value, encumbrances. 
PERSONAL PROPERTY: Identify and 
estimate the value of stocks and bonds; in- 
heritances, 


Give description, as 


location, esti- 


annuities, alimony, insurance, 


automobiles and other assets and income. 
FAMILY CONNECTIONS: 
addresses, occupations, resources, and gen- 
eral standing of wife (or husband), parents, 


Give names, 


children or other relatives who may con- 
tribute to the support of, or be supported 
partly or entirely by, the person named, or 
who may have estates that the person will 
probably inherit; and explain circumstances. 
PERSONAL REPUTATION: If drinks 
noticeably, gambles, or lives beyond means; 
if ever indicted or convicted of crime; if 
tricky or of questionable veracity, or if con- 
scientious and of good habits? 

CREDIT STANDING: 
experiences, or give reputation for meeting 


List suits and trade 


obligations, estimating the met worth of the 
person and the highest credit found.” 


SAMPLE REPORTS 

“The following sample reports are sub- 
mitted as part of a national movement to 
instruct correspondents, as well as business 
and professional men, concerning the char- 
acter of information required in order to pass 
credit. Every standard report, as dis- 
tinguished imaginary ideal, 
should show what does, and also what prob- 
ably will, contribute to strengthen or to 
weaken the financial condition or the moral 
risk of the credit applicant. This is illus- 
trated in the sample below, which, however, 
is made purposely to contain more essential 
facts than are involved in the average re- 
port. 


on 


from some 





HIGH STANDARD REPORT 
(A Maximum of Information Desirable) 
Identity—Doe, Dr. John Howard (Alig 
May), Dentist, Off. 150 Broad Street, Dg. 
town, U. S. Res. 450 Elm Street. 
Age about 45 years, married. 


3-1-2 


Occupation —Came here in 1905 from his 
former home, Roetown, U. S., just after grad. 
uating in dentistry, and has since practice 
his profession, which is said to yield hin 
now about $2,000.00 a year, though for th 
first. three years he was also employed by 
Poe & Company, general merchandise, wi 
South Street, as a bookkeeper, compensate 
at $15.00 per week. 

Real Estate—The records show that » 
5-5-17 he bought 450 Elm Street (lot 33 
square 342) for $4,500.00, paying $1,009, 
in cash and the balance in notes secured by 
a deed of trust, which has not been released 

Personal Property—He 
shares of Doetown National 


also owns | 
Bank ‘stock 
listed at $87.00; his office equipment is wort 
probably $350.00, and he operates a Stand. 
ard Auto, 1918; is said to have no life ip. 


surance and no other investments. 


Family Connections—His wife, Alice Ma 
is the only child of Richard Roe, a retired 
miller reputed to be worth approximate 
$40,000.00. He is a widower, nearly 80 year 
of age, and is in failing health. He live 
with his daughter and his son-in-law. Th 
latter have 2 children, one attending schod 
and the other serving as a lieutenant in th 
U. S. Navy. 
to the support of his aged parents, who r 
side with his brother, a lawyer of limite 
practice, at Roetown, U. S., and they are w- 
derstood to be in poor circumstances. 


Dr. Doe is said to contribu 


Personal reputation—Due to injuries t 
ceived in an automobile accident in Slt 
Dr. Doe has subsequently suffered period 
cally with severe headaches, at which tims 
he has sought relief in morphine, from tit 
effects of which, on three recent occasiois 
he has barely escaped death. His wife ba 
threatened to leave him, if he repeats tt 
incident. Otherwise, his habits are ext} 
tionally good, and informants speak high! 
of his character. 


TRADE EXPERIENCES 
Credit Standing.—Grocer: Dealing { 
years; averages $25.00 to $50.00 monthly 
prompt pay. Coal: Dealing several seasos 
in accounts up to $75.00, and pays prompt! 
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Furniture: Bill of $250.00 in 1917; paid 
$100.00 cash and the balance in 30 das 
Dental Supplies: Since 1915; highest cred 
$130.00; average, $15.00 to $30.00 a mont 
pays when bill is rendered. Tailor: Acco 
opened 4-4-16; highest credit, $140; 
prompt pay. Bank: Has carried good ed 
ance for several years; no accommodatio® 
LOW STANDARD REPORT 
(The Minimum of Information Acceptable 


Identity—Doe, Dr. John H. (Alice ™ 
Dentist, Off. 150 Broad Street, Doetows, |: 
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s, Res. 450 Elm Street. 3-1-20 Age about 


45 years, married. 

Occupation —Has practiced dentistry here 
for several years and is reported to make 
about $2,000.00 annually from his profession. 


Real Estate—Is said to have an equity of 
approximately $1,000.00 in 450 Elm Street 
and 

Personal Property—Owns some stock in 
a local bank. 

Family Connections—His wife’s father, 
who lives with them and who is in failing 
health, is reported to be well fixed finan- 
cially. She is his only heir. 

Personal Reputation—Dr. Doe has nearly 
killed himself three times recently by taking 
morphine to relieve severe periodical head- 
aches resulting from an accident, and his 
wife has threatened to leave him, if he re- 
peats the incident; otherwise, he stands 
well personally and 

Credit Standing —Meets his obligations as 
agreed. 


MISLEADING REPORTS 
(Failure to Tell Whole Truth) 


3-1-20 Dr. Doe is about 45 years old and 
married; has dental practice yielding him 
approximately $2,000.00 per annum; also 
has about $1,000.00 equity in real estate and 
some stock in a local bank; wife will inherit 
entire estate of aged father, whose health is 
failing rapidly, and who is worth at least 
$40,000.00. Her husband will presumably 
benefit from this estate. He is thoroughly 
honorable and would not intentionally con- 
tract beyond his ability. 

3-1-20 Dr. Doe is about 45 years old and 
married; has fair dental practice and some 
minor investments, but contributes to the sup- 
port of his parents and has one dependent 
child; wife has threatened to leave him, if 
he persists in the use of morphine, with which 
he has nearly killed himself three times re- 
cently; in the circumstances, could hardly 
recommend him for credit of any size. 


Other kinds of Misleading Reports are to 
be found among the famous ‘Curbstone’ va- 
rieties, consisting principally of irresponsible 
statements originating in the imagination or 
deduced from circumstances. 

Type—Think middle-aged 
and married; been here some time; appar- 
tntly retired; seems to be wealthy; occupies 
palatial residence, has a retinue of servants 
and operates several limousines; regard first 


Afirmative 
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class, 


Negative Type—Exact age and marriage 
Status undetermined; name appears in three 
directories, but not at same address; no em- 
ployment is given—probably has income; we 
have had no claims against him and find no 
Idgments on record; neither have we heard 
anything detrimental to his credit. 


Comparatively Worthless Opinions. — 


Good for any amount,’ ‘Absolutely no good,’ 
ete,” 





Many of our most able members, such as 
for instance, Cleveland, Ohio, have discon- 
tinued the narrative form in developing the 


Firm When Highest 
reporting opened credit 
Dry Goods Old $45. 
Dry Goods 6. 
Clothing 1919 16. 
Dry Goods 1915 15. 
Furniture 1912 33. 
Dry Goods 1919 16. 
Furniture Old 12. 
China 1921 5 
Notions 1920 8 


Green, G. R. 

THIS PARTY IS A BAD ACTOR, re- 
cently passed checks in San Antonio, on the 
Colonial Bank, made payable to G. R. Green, 
for $39.50, signed James Beggs & Co., coun- 
tersigned J. D. Carson, Treas., certified 
“The Colonial Bank, I. V. Price, Cashier, 
New York City.” 
ing check in payment, receiving balance in 
cash. 


Made purchase, present- 


In the November issue of the Credit World 
we published check on Boatmen’s Bank of 
St. Louis, made payable to J. D. Herd. 
signed Mesker Bros. Iron Co. From all in- 
formation it would appear this is the same 
fellow who put over the two checks men- 
tioned above: BREED November 17th, and 
GREEN October 15th. We also have a rec- 
ord in our files of G. R. Green, operating in 
Kansas City in September and Chicago in 
October. Description 40 or 45 years of age, 
5 ft. 7 in. tall, light complected, steel grey 
hair. Might be taken for a high grade 
salesman. THIS MAN SHOULD BE AP- 
PREHENDED. BE ON LOOKOUT FOR 
HIM. 


Brown, George. 

This party we understand operated in 
South Bend, Indiana. recently. He deposited 
$50.00 with a local bank, added an 8 in 
front of amount, then wrote checks, offering 
Bank Book as identification. He is short, 
heavy set, wears cap, smooth face. Wife ac- 
companies him sometimes, neither one good 
looking. 

Hawley, L. C. 

This party opened an Office in Davenport, 
Ia., claimed to be representing the Bates & 
Rogers Construction Co., of Chicago, but 
they state they have no Representative by 
this name. Passed Cashier’s Check on the 
Union Savings Bank, Davenport. 
ported to have operated in St. Louis using 
various Aliases, such as L. P. Chase, and 
L. C. Litchfield. Also uses name of L. P. 
Coffall, Mgr. General Construction Co., 
Indianapolis, F. B. Hill, Hill Bond Co., In- 
dianapolis. Supposed to have left Daven- 


He is re- 


port for Des Moines and Cedar Rapids. 


BE ON LOOKOUT FOR CHECKS, made 
payable to C. B. Smith, 1402 Parsons Ave., 





“Trade Opinion” or “Credit Standing” in 
favor of a set form reading as shown in 
table following: 


Manner payment 


30-90 days. $42. past due. 

Past due, acct. closed. Too slow. 
Returned 
60-90 days 
As agreed 
60-90 days. 
1-6 months. 
30-60 days. 
2-5 months. 


$8. past due—Jan. 


$4. past due. 


Columbus, Ohio, signed Union News Com- 
pany, R. H. Flower, Treas. 


Horney, F. E. 

Formerly of Tulsa, Oklahoma, and Bloom- 
ington, Illinois. This party was formerly 
Cashier Bank of 
Tulsa, which institution has been defunct 


of American National 


two years. His home was at Bloomington, 


to which place he is reported to have gone 


after leaving Tulsa. Last. month he re- 


turned to Tulsa, visited several local banks, 
presenting checks on Liberty State Bank of 
Bloomington, which were cashed because of 


his former connections here. They were re- 


turned “No Account.” 


WANTED 


We want a person 
who can take charge 
of the detail work of 
building an inter- 
change credit bureau 
from the ground up, 
not a Superintendent 
but one who will 
work. Good chance 
for real job after 
proving one’s self. 
Male or female. 
Must have actual 
experience. 


CINCINNATI RETAIL 
MERCHANTS ASS’N., 


37 Carew Bldg., 
Cincinnati, Ohio. 
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Give Cigars 


This Christmas 
‘Idle Hour’’ 


A Revelation for the man 
who appreciates a _ good 
smoke—And what man 


doesn’t! 


Sold “Direct from the bench 


to the smoker.”’ 


No commissions—no expen- 
sive bands—no fancy labels 
—the 


value is all in the 


cigar! 


Order Christmas 
Cigars Now 


—Packed in Cedar boxes, 
shipped anywhere, no addi- 


tional charge for packing. 


Full value ten cent cigars— 
Box of 25 for $2.50—50 for 
$5.00 or 100 for $10.00—par- 
cel post prepaid. 


We will send direct to your 
father, brother or friend, en- 


closing your card. 


boxes furnished at 
cost if desired. 


Fancy 


If you are a member of the 


R. C. M. N. A. your credit 
is good with us. . 


O’Connell Cigar Co. 


1628 Market Street 
St. Louis, Mo. 


Member R. C. M. N. A. 




















The following wire is from South Bend, 
“Check artist, name unknown, 45 
or 50 years, slightly gray, medium height, 
about 135 lbs., prominent wrinkles, pouch- 


Indiana: 


like under eyes, wears large shell rimmed 


eye glasses, claims to cash son’s pay 
check, passed two $27.50 checks on a Chicago 
bank, checks made to Joseph Swartz, Shultz 


and others. 


Harman, Mrs. H. H., Alias C. K. Fagg, 
M. C. Harman, G. M. Bowman, H. Black, 
I. A. Hall and H. P. Long. 

It has been reported to us that a woman 
using these names passed a number of worth- 
She was ar- 
rested and tried in the Police Court, and 
sent on to the Grand Jury. This woman is 
about 5 ft. 7 in. tall, 125 Ibs., dark hair, 
about 31 years old. 


Smith, C. B. 
It has been reported this party passed 


less checks in Roanoke, Va. 


worthless checks in Cleveland, supposedly is- 
sued by Union News Co., signed “R. H. 
Flower,” Treasurer, drawn on Washington 
Bank & Trust Co., Cincinnati. He showed 
letters and other papers indicating him to be 
a Traveling Auditor of the Union News Co. 
Claimed his home was in Columbus. 


Murphy, James P. 

This party recently put over a number of 
worthless checks in St. Louis. His method 
of operation was to deposit a large check 
with Mercantile Trust Co., drawn on the 
Continental & Commercial Trust Co., of Chi- 
cago. The Chicago Bank wired that Murphy 
was not a depositor. He posed as a Repre- 
sentative of Arthur Young & Co., New York, 
on pretext of inquiring about Office space and 
Furniture, established relations with Mercan- 
tile. He also had a deposit slip issued by 
American Exchange Bank of Milwaukee 
showing a deposit to the account of McFar- 
lane & Donnell. Murphy confesses all these 
credentials were fabricated. He is held 
pending investigation. 


Young, George A. 

It has been reported this party recently 
was in Grand Forks, N. D., putting on an 
Advertising Scheme in nature of wheat 
counting contest. Federal Authorities blocked 
the scheme on ground it was a lottery. He 
collected substantial amounts from different 
Stores, which he never returned. If you 
know his whereabouts notify the National 
Office. 


Breed, M. A. 

It has been reported this party is wanted 
for Forgery in Buffalo. Description, about 
50 years old, grey hair, short, good appear- 
ance. Claimed to represent the Bedford 
Pulp & Paper Co., of Richmond, Va. Pre- 
sented Certified check for Merchandise, 
$39.50, receiving balance in cash. Ordered 
Merchandise shipped to R. M. Crosby, Old 
Rod, N. Y. Check was printed Bedford 
Pulp & Paper Co., and was drawn on the 
Richmond Trust Co., Signature and certifi- 
cation forged. ‘ 


ie 


CREDIT REPORTING SERVICE By 
AIRPLANE 

During the Convention of the 

Legion at Kansas City, the Governmey 

maintained air service between that city and 

Omaha. 


Americay 


Our Local Bureau at Kansas (jp 
made many inquiries of the Omaha Burey 
they being sent by airplane and reply p,. 
ceived in same manner. This we believe j 
the first record of airplane Credit Reporting 
Members of the Service Division pleay 


note. 





SHORT COLLECTION LETTERS Uspp 
EFFECTIVELY BY LUCAS BROS. Inc 
STATIONERS, BALTIMORE 
The profit on this order was small anj 
carrying the account on our books yj 
quickly wipe it out. 
We therefore ask your co-operation. 





If there are special circumstances causing 
payment to be withheld, please advise ys 
otherwise we would greatly appreciate you 
payment of account amounting to —, 


Very truly yours, 





There is a small balance of $—— charge 
If the bil 
is not correct, we would appreciate you 





to you for goods sold in 


writing us by return mail so that we ma 
make an immediate adjustment. 

The account is somewhat overdue and i 
entirely correct, we’ shall be pleased to r- 
ceive an early check. Kindly let us her 


from you and oblige. 





WATCH YOUR CHARGE ACCOUNTS 

An experienced credit man recently said 
“T contend there 
doing what is (theoretically, at least) a: 
day credit 


is no excuse for a fim 


business continuing to extend 
credit when an account shows a balance ov- 
ing anywhere from six months to two years’ 

As a matter of fact, a customer seems 
have an increased respect for the merchatl 
who insists on payments according to tem 
either stipulated or understood. 

Don’t hesitate to send your overdue # 
counts to the Credit Bureau. By so doing 
you are not only aiding your fellow mer 
chants, but are helping in bringing about # 
improved condition in the field of retail 
credits. 

(From Northampton, Mass., Credit Burea 


Bulletin.) 





NO ADJUSTED ERRORS SHOWN ON 
THESE BILLS 
Experience has taught the chief of a book 
keeping department in a large Pennsylvat 
store that it is not good practice to send 
monthly bills showing errors and their com 
sponding adjusting items. If an error is dit 
covered, the item is erased and corte 
rather than give the customer the impres™ 
that there may be other items on the bil 
which are incorrect but not adjusted. 


The 
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Addresses Wanted 


Achterman, Maximilian L., 1235 Russell 
Ave., Bethlehem, Pa., care of M. R. Ach- 
terman. 

Ackland, George, Siloam Springs, Ark. 

Bachman, Albert, 43 W. 50th St., New York, 
N. Y. 

Allen, H. L., Kaufman, Texas. 

Barger, Evert, Coffeyville, Kansas. 

Bartholomew, B. L., 112 E. 11th, Fort Smith, 
Ark., also Springfield, Mo. 

Baughan, C. E., 1216 “K” St., Lincoln Neb. 

Beach, Mrs. P. M., Waverly, Neb., Book- 
keeper or Bank Clerk. 

Belcher, “Tip,” 1815 E. 8th St., Pueblo, Colo. 

Bernett, Dr. Paul, Columbia, S. C. 

Beslits, Miles M., 219 W. 34th St., New 
York, N. Y. 

Bierly, Arthur S., 1493 E. 82nd St., Cleve- 
land, Ohio. 

Bingham, Francis E., 151 Coal Ave., Akron, 
0., U. S. Aviation Service. 

Bonell, Miss L., 865 Fifth Ave., New Ken- 
sington, Pa. 

Books, Mrs. Cora, 1314 Jefferson St., Phila- 
delphia, Pa. 

Bowlby, Herbert, Miami, Fla. 

Bowman, R. W., Wellsburg, W. Va., or Fal- 
lensbee, W. Va. 

Bradley, J. C. and Vera, Hagarville, Ark. 
Brady, J. Wilson, 4215 Bowser Ave., Dallas, 
Texas. 

Brenning, O. J., Illinois Hotel, Blooming- 
ton, Ills. 

Brown, Abraham, 220 W. 98th St., New 
York, Real Estate. 

Brown, J. Roy, 1143 S. Deleware, Indian- 
apolis, Ind. 

Brundice, A. C., 2332 “O” St., Lincoln, Neb. 
Bryan, Mrs. H. M., Wichita Falls, Texas. 
Buckley, George F., 423 Eddy Rd., also 1363 
West Ave., Buffalo, N. Y. 

Bunn, L. A., Sayre, Okla., Band Leader. 
Burbank, O., 1128 S. 15th St., Bloomington, 
Ills. 

Burk, D. J., Chester, Pa., Collector. 

Burling, E. W., 1234 “K” St., Lincoln, Neb. 
Caldwell, Jas., Poxton, Ills. 

Calkins, Earl N., 2305 Glen Arm, Denver, 
Colo, formerly Clerk, Lincoln Hotel. 
Call, Tom, Franklin, Kansas, supposed to be 
in Colorado. 

Cameron, Florence, 1522 Brainard, Cleve- 
land, O. 

Capers, Hunter R., 2223 Main St., Dallas, 
Texas, 


‘a Alfred Arlie, 325 Race St., Sunburry, 
a. 

Cassidy, Gaylord, Vincent Ave., Chicago, 
Ills, Student. 

Chambers and Beagle, Mena, Ark. 

Chavannes, Miss Edna, 100 Morningside 
Drive, Knoxville, Tenn. 

Church, Miss H., 2196 E. 100, Cleveland, O. 
Clark, Joe, Lancaster, Pa., Pool Shark. 

Clark, James C., Clinton, Ia., Sioux City, 
la, Wet Wash Laundry. 


Clark J. C., 1985 “S” and 1845 “O” St., 
Lincoln, Neb. 

Cogdell, Marvin, 2305 Swiss Ave., Dallas, 
Texas. 

Conly, Mrs. Jesse, 817 Center St., Dallas, 
Texas. 

Connelly, W. H., 2522 Charles St. N. W., 
Pittsburgh, Pa. 

Cowap, H. B., 1517 E. Olive St., Blooming- 
ton, Ills. 

Craig, Miss Lillian, 5311 Columbia Ave., 
Dallas, Texas. 

Cree, Charles E., 908 W. North St., Kala- 
mazoo, Mich. 

Cropp, Mrs. H. A., Clarksburg, W. Va. 

Cropp, Margaret,*117 W. 95th St. New 
York, N. Y. 

Crotois, F. E., Park Bldg., Pittsburgh, Pa. 

Cullen, H. W., Chattanooga, Tenn., sup- 
posed to be headed for Maryland. 

Currier, J. T., 3239 E. Overlook, Cleveland, 
oO. 

Curtis, Mrs. Mary, Chicago, IIls., formerly 
South Bend, Ind. 

Daly, Etta., 2520 Garfield, Lincoln, Neb. 

Davica, H., Casper, Wyo. 

Davidson, F. T., 916 Park Ave., Dallas, 
Texas. 

Davis, Mrs. Minnie, 143 So. 13th St., Lin- 
coln, Neb. 

Daw, William A., 8539 89th St. Wood- 
haven, and 286 Fifth Ave., New York, 
me oe 

Day, Mis. Frank, 1512 Haskell Ave., Dal- 
las, Texas. 

Deckerd, Mr. C. R., Marshall, Texas. 

De Hart, Mrs. Herbert W., care of W. E. 
& Mfg. Co., Garrison Alley, Pittsburgh, 
Pa. 

Dentzer, Mrs. W. F. 6006 Fir St., Cleveland, 
Ohio. 

Deputy, N. K., 202 S. Western St., Bloom- 
ington, Ills. 

De Silva, R. E., San Bernardino, Cal. 

Dichter, B., 2829 Center Ave., Pittsburgh, 
Pa., supposed to be in Philadelphia. 

Disher, H. B., 2942 Apple, Lincoln, Neb. 

Dowell, Miss Nellie M., Baltimore, Md., 
now supposed to be in New York. 

Duff, Mrs. J. B., 227 Home Ave., Avalon, 
Pa. 

Dumbrill, Mrs. J., 520 Thorn St., Servickley, 
Pa. 

Dunleavy, C. J., Lincoln, Neb., formerly Fre- 
mont, Neb., supposed to be in N. W. 

Easterbrook, F. W., Saybrook, Ills. 

Easton, Elmer C., Colorado Springs, Colo., 
Paper Hanger. 

Edwards, C. H., Stanford, Ill. 

Elliott, Edward L., 4234 Highland Drive, 
Dallas, Texas. 

Ellsworth, Rev. P. B., 327 Plum St., Havana, 
Ills. 

Eve, A., Rocky River, Ohio, Toolmaker. 

Evans, Mrs. E. T., 1601 Wallace St., Dallas, 
Texas, 














Association 
Secretary 


—with nine years ex- 
perience in RETAIL 
MERCHANTS AS- 
SOCIATION | Secre- 
tary work, desires to 
get in touch with a 
city of about 100,000 
population needin3, 
the services of such a 
man. 


During, the past nine 
years I have served 
the merchants of two 
different cities havin}, 
a population of about 
50 000, three years in 
the first city and six 
years in my present 
location. 


Mr. CREDIT MAN; 
or Mr. MERCHANT; 
look your town over 
and if you need a man 
who is qualified to de- 
velop and manage an 


up to date RETAIL 
MERCHANTS AS- 
SOCIATION and its 
several BUREAUS, 
get in touch with the 
National Office, giv- 
ing, the name of the 
city, population, back 
country develop- 
ment and past experi- 
ence in local Associa- 
tions. 


Can furnish Al ref- 


rences as to character 
and qualifications. 
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Fields, Walter, Pittsburgh, Pa., or Halifax, 
N. C., (Negro) Laborer on Construction 
work. 

Finnegan, J. H., 705° Fourth Ave., Clinton, 
Ia., supposed to have gone to Alabama. 
Fisher, J. M., 414 N. Center St., Blooming- 

ton, Ill. 

Fox, Fred. F., Beaver Falls, Pa. 

Fraser, Jos. W., Mrs., 1826 Crazford Ave., 
Cleveland, O., Automobiles. 

Frei, Ellem, 937 S. St., Lincoln, Neb. 
Friedman, Harry, 345 W. 86th St., and 330 
W. 89th St., New York, N. Y. 
Fry, Mrs. W., 3619 Howard St., 

Tex. 

Gentle, O. P., 1812 E. Monroe St., Blooming- 
ton, Ill. 

Georgen, V., Gibson City, Ills. 


Dallas, 


Gibbs, Walter, Leavenworth, Kansas, Elec- 
trician. 

Gibson, W. P., 5600 Culver St., Dallas, Tex. 

Giel, Miss B., 1085 East 98th St., Cleveland, 
Ohio. 

Gifford, M. F., Sulphur Springs, Texas. 

Goodrich, Wm. C., 1295 Oak Court, St. 
Louis, Mo., Asst. Mgr. Pierce Bldg., last 
heard of in Detroit, Mich. 

Gray, Justus, care of Dr. Chas. Hamilton 
Gray, Chestnut St., Philadelphia, Pa. 

Gray, L. W., Excelsior Springs, Mo., Trav- 
els with Family Orchestra. 

Greef, Miss Frances, 7209 Kinsman, Cleve- 
land, O. 

Greenhut, Emil S., 11407 Saywell, Cleve- 
land, O., Real Estate. 

Hamel, Gus. H. Jr., 2424 Belleview Ave., 
Maplewood, Mo., formerly with Murry- 
Dayton Co., 123 W. Madison St., Chicago, 
left, now supposed to be in Michigan. 

Hansen, Lena Mrs., 8615’ Wade Park Suite, 
52, Cleveland, O. 

Hanson, Arthur, 2115 W. 83rd St., Cleve- 
land, O. 

Hanson, H., Melick Court No. 16 1245 “K” 
St., Lincoln, Neb. 

Harf, Mrs. E. G., Clearfield County, Smith 
Mills, Pa. 

Harper H. G., 2021 Payne Ave., Cleveland, 
Ohio. 

Harris, G. T., 205 W. 78th St., and 257 W. 
75th St., New York, N. Y. 

Harris, Mrs. Jos., 1228 Federal St. N., Pitts- 
burgh, Pa., connected with Lanahan Lbr. 
Co., Akron. 

Haskins, Clifford, Maryland, 
Detroit Automatic Scale Co., Detroit. 


Baltimore, 


Hazelett, Bruce, Baltimore, Maryland, sup- 
posed to be in Kentucky. 

Heise, Kenneth O., 1262 Edwards St., Cleve- 
land, O. 

Hemminger, Geo., 1714 E. 79th St., Cleve- 
land, O. 

Henrigues, Alfred, 1021 N. Charles St., Bal- 
timore, Md. 

Herget, Albert, 812 Pennsylvania Ave., Wil- 
mingsburg, Pa., supposed to be in Cali- 
fornia. 

Hill, L. W., Friend, Neb. 

Hillman, Miss M., 226 18th St., Miami, Fla. 


Hodge, Nelson W., 623 Story Bldg., Los An- 
geles, Cal. 

Hoff, John, 129 N. 12th St., Lincoln, Neb. 

Hoffman, Abe, Mineral Wells, Texas, 

Hoffman, R. T., 106 W. 47th St., New York, 
N. ¥. 

Homer, Paul A., 5703 McPherson Ave., St. 
Louis, Mo., formerly with White Motor 
Car Co., transferred to Cleveland, but 
left their employ. 

Hoover, Wm. J., 524 W. 134th St., New 
York, N. Y., and 47 W. 42nd St. 

Hopkins, A. B., Waterloo, Ia., supposed to 
be in New York. 

Howell, Mrs. A. E., 2155 E. 85th St., Cleve- 
land, O. 

Hudgins, Pierce, Blakeley, Ga. 

Hudson, Clyde, Oak & Graham Sts., Bloom- 
ington, Ills. 

Huffman, R. B., 516 N. 16th St., Lincoln, Neb. 

Hurd, J. H., St. James Hotel, Harrisburg, 
Pa., supposed to be in California. 

Isaac, Mrs. J. E., 432 E. Fort St., Detroit, 
Mich. 

Jackson, A. C., 3225 Lenion Ave., Dallas, 
Tex. 

Jacobsen, R. D., 9611 Hough St., Cleveland, 
Ohio. 

James, David Russell, 4512 Clinton St., Chi- 
cago, Mgr. Soda Fountain of Drug Store. 

Jamieson, Mrs. Nellie, 347 S. 14th St., Lin- 
coln, Neb. 

James, Andrew C., 1664 Humbolt St., Den- 
ver, Colo. 

Jenkins, Edward P., 828 N. Carrollton Ave., 
Baltimore, Md. 

Johnson, Mrs. 
Cleveland, O. 

Johnson, Mrs. M. E., 1932 E. 78th St., Cleve- 
land, O. 

Jones, Mrs. Claude J., Johnstown, Pa., New- 
ark Shoe Store. 

Jones, Howard, Kappel, Pa. 

Jones, J. B., 1109 E. Weatherford St., Fort 
Worth, Texas. 

Jones, Marie, 921 S., Lincoln, Neb. 

Jordajn, Harry and Eva, 3393 W. 95th St., 
Cleveland, O. 

Kalina, Mrs. E., 1113 E. 141 St., Cleveland, 
Ohio. 

Kaniff, Lewis, Jr., 2033 E. Moyaminsing 
Ave., Philadelphia, Pa., Bldg. Contractor. 

Keane, Lucille, 319 N. 11th St., Lincoln, Neb. 

Kehnert, E. A., 1228 St. Charles St., Cleve- 
land, O. 

Keller, Ed., Detwater Rd., Los Angeles, Cal. 

Kennedy, O. M., 1705 E. 105th St., Cleve- 
land, O. 

Kidwell, W. D., Atwood, Okla. 

Kiethley, H. G., Grass Range and Winnett, 
Mont., Restaurant Business. 

King, F. H., 310 W. 19th St., Pueblo, Colo., 
Auto Bus. 

Kingman, C. H. & B., Welty, Okla. 

Kizer, Miss A. P., 6503 Detroit, Cleveland, 
Ohio. 

Kumber, Harry, E. Jefferson St., Blooming- 
ton, Ill. 


M. C., 11322 Whitmore, 
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Lane, G. A., 1861 E. 24th St., Cleveland, 0, 

La Vigna, Wm., 13409 Phillips St., Cleye. 
land, O. 

Layman, Harry C., Indianapolis, Ind., ysy. 
ally employed in Furniture Store. 

Leahy, Mrs. A., 1862 E. 101 St., Clevelang 
O., Clerk. 

Lee, B. C., Springfield, Mo., Piano Salesmap 
operating at Gadsden, Ala. 
Le Tissier, H. W., 521 Kennilworth Cour 
Clinton, Ia., Iowa Fish & Oyster Co, 
Levinson, Mr. Harry D., Windemere Hote 
St. Louis, Mo., formerly Mid-West Motor 
Co., Lincoln Place Realty Co., E. St. Louis 
Lewis, Mr. A. E., 10 E. 61st St.. New York 
i/o 

Lohman, Mrs. E., 1851 E. 20th St., Cleveland 
Ohio. 

Lohi, Mr. J. P., Hooversville, Pa. 

London, Jack, 8217 Cedar St., Cleveland, 0 

Long, T. A., 1021 E. 5th St., Dallas, Texas 

Lemmon, Edgar, 912 W. 12th St., Dallas 
Texas. 

Lester, John, 898 Turner, Dallas, Texas, 

Lord, F. H., Sinton Hotel, Cincinnati, Tray- 
eling Man. 

Lott, Mrs. C. F., 15503 St. Clair, Cleveland 
Ohio. 

Love, J. B., 740 J St., Lincoln, Neb. 

Lovelace, C. P., 103 H. St., Lincoln, Neb. 

Lovette, R. E., Denver, Colo., Federal Sys 
tem Bakeries. 

Lowther, Mrs. James, 903 Reedsdale St, \ 
S. Pittsburgh, Pa. 

McDonald, H. E., 2343 Grandview, Cleve 
land, O. 

McDonald, H. E., 1274 E. 100th St., Cleve: 
land, O. 

McGill, Miss Ruth, 2079 E. 40th St. Cleve 
land, O. 

McReynolds, W. W., 5329 Rowena St, Dal 
las, Texas. 

Mader, L. A., 6610 Bridge, Cleveland, 0. 

Marquis, I. L., Lafayette St., Bloomington 
Illinois. 

Matthews, W. P., Jefferson Hotel, Dallas 
Texas. 

Mayers, R. M., Box 355 Ithaca, New York. 
Merchant, S. B., 101 E. Locust St., Bloom 
ington, Ill. 

Metzogar, W. A., El Paso, IIl. 

Miles, Laura J., 18007 Euclid Ave, Clee 
land, O. 

Miller, R. P., 602 S$. McClun St., Blooming 
ton, Ill. 

Milner, Mrs. M., 4814 Carnegie, Cleveland 
Ohio. 

Minard, B. C., 1035 “J” St., Lincoln, Neb 
Morgan, Ruby, 1984 E. 70th St., Cleveland 
O., Bookkeeper. 
Morrison, J. E., Bloomington, IIl., Former! 
Sheriff of McLeans Co. 

Morrison, R. W., Rogers Apt., Bloomingtt 
Ill. 

Mortach, D., 4520 Detroit, Cleveland, 0. 
Morton, Arthur, 323 N. 13th St., Linc 
Neb. 7 
Myers, C. E., 2027 S. 13th St., Lincoln, Neb 
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Myers, Ruby, 1115 “R” St., Lincoln, Neb. 

Newman, Mrs. B. H., 2813 Vine St., Lincoln, 
Neb. 

Norberg, Helen, 1320 
Holdredgem, Neb. 
Nye, B. H., 417 Spring St., Columbus, Ohio. 
OBrien, Mrs. Sarah, 1019 Harlen Ave., Bal- 
timore, Md. 
Oliver, Elmer, 
Bricklayer. 
Patterson, George R., West Alexandria, Pa. 
Patterson, R. L., 124 W. 85th St., New York, 

N. Y. 

Perry, Anthony, 2990 Dudley St., Lincoln, In- 
terstate Lbr., Grand Island, Neb. (Also 
in Denver.) 

Peterson, Glenn O., 1518 N. 31st St., Lin- 
coln, Neb. 

Piro, Lumo, 311 W. 25th St., and 129 Green- 
wich, New York, N. Y. 

Pliske, Bretislae, 543 Manhattan Ave., and 
31 E. 17th St.,. New York, N. Y. 

Plutko, Geo., or Poilshik, 819 Schrage Ave., 
Whiting, Ind., Steel Worker. 

Pollock, Miss L., 2580 Overlook, Cleveland, 
Ohio. 

Pollock, Paul, 601 Oneida, Denver, Colo. 

Posey, O. D., 2211 Birmingham, Dallas, Tex. 
Pressow, Herbert, Nashville, Tenn., Painter 
by Trade. 
Raynor, Miss A., 
York, N. Y. 
Raynor, Clara, 3737 Broadway, Cleveland, 
Ohio. 

Reeves, Mrs. J., 
Ohio. 

Reeves; M. P., St. Louis, Mo., Piano Sales- 
man. 

Reich, Mrs. L. J., 
land, Ohio. 
Reilly, Mrs. M. K., 2209 Pennsylvania Ave., 
Dallas, Tex. 
Richardson, Katherine, 
Cleveland, O. 
Robinson, Mrs. C. 
mington, Del. 
Robinson, Russell, R. F. D. #17, Cuyago 
Falls, O. 

Rose, G. H., 2063 E. 96th St., Cleveland, O. 
Rush, Fred A., or Mary, 610 N. 22nd St., 
Lincoln, Neb., Mounder by trade. 

8. John, Mrs. R. W., 2484 W. 117th St., 
Cleveland, O. 

Sage, Fred W., Denver, Colo., also 836 N. 
29th St., Lincoln, Neb. 

Savage, Anna M., 1954 E. 82 St., Cleveland, 
Ohio. 

Scaff, Harper, 212 Southern Ave., Shreve- 
port, La. 

Scaife, C. F., Brinkley, Ark. 

Saife, C. T., Brinkley, Tenn. 

Schafer, Mary, 1472 E. 118th St., Cleveland, 
Ohio, 

‘heaner, H. B., 1721 Cadis St. Dallas, Tex. 
Scheffa, Mr. E. C., Allegheny Steel Co., 
Brackenridge, Pa. 

Schlomberg, Jacob, 1033 Cauldwell Ave., and 

Rs W. 29th St., New York, N. Y. 

Schock, A. C., Yolo Apts., Lincoln, Neb. 


“R,” Lincoln, and 


Formerly of California, 


121 W. 86th St., New 


6411 Lexington, Cleveland, 


1531 E. 118th St., Cleve- 


1917 E. 71st St., 


I., Hotel Dupont, Wil- 


Schofield, F., Fort Leavenworth, Kansas, 
former U. S. Field Clerk, supposed to have 
gone to Joliet, IIl. 

Schwartz, Mrs. Retta, 11 E. Montgomery 
Ave., N. S. Pittsburgh, Pa. 

Sciera, Frank, 314 Amherst St., Buffalo, N. 
Y., Saloon Keeper. 

Scott, David H., 100 Chestnut St., E. Orange, 
N. J., and 113 W. 47th St., New York, 

Scott, E., 3154 Ramona BI., Cleveland, O. 

Sedberry, Miss Ada, 
Dallas, Texas. 

Shaffer, E. M., clo Harry Young, Punxu- 
tawney, Pa. 

Sheffey, Mrs. Margaret, Cleveland, O. 

Shellenberg, Leslie A., 1612 E. 112th St., 
Cleveland, O., Clerk. 

Sherrin, G. B. Co., Dallas, Texas. 

Shipley, Mrs. M. B., McDonald, Pa., also 
220 S. Beatty St., E. E. Pittsburgh, Pa. 
Shore, Mr. Edward P., 39 Dinsmore Ave., 

Crafton, Pa. 

Shrader, Mr. C. A., 2215 S. 16th St., Lincoln, 
Neb. 

Shultzabarger, 
Musician. 

Siegel, John, 4123 Cedar St., Cleveland, O. 

Siegfred, Wesley, 843 S. 7th St., Lincoln, Neb. 

Simmonds, Mrs. L., 1288 E. 131 St., Cleve- 
land, Ohio. 

Simmon, Sophia, 11310 Fiarport, Cleveland, 
Ohio. 

Smith, Ben P., Brackenridge, Pa. 

Smith, Clifford E., 1445 N. 22nd, and 1319 
N. St., Lincoln, Neb. 

Smith, Frank, 7802 Lexington, Cleveland, O. 

Smith, Frank H., 6612 Belvidere, Cleveland, 
Ohio. 

Smith, T. R., 100 W. 86th St, New York, 
N. Y., Actor (Western Wheel). 

Smith, Wm. N., 2024 “S” St., Lincoln, Neb. 

Smith, Mrs. W. O., 930 Stanton Ave., N., 
Kensington, Pa. 

Sparks, W. H., 429 N. 28th St., Lincoln, Neb. 

Spidle, H. C. clo Mrs. T. H. Hillegas, Clover 
Lane, Chester, Pa. 

Sprenger, H. P., 439 E. 120 St., Cleveland, O. 

Stephenson, Louis A., 
Cheyenne, Wyo. 

Stacy, J. W., Jr.. H. & T. C. Ry., Dallas, 
Texas. 

Sterling, Ruth, Boston, Mass. 

John R., 15050 Euclid Ave., 
Crane Lithograph Co., Cleveland. (Re- 
ported to be in Buffalo, N. Y.) 

Stevenson, Roy, 2009 R. Central Hotel, Lin- 
coln, Neb. 

Stinson, Charley, In Army. 

Stoughton, Mrs. S. M., 
Cleveland, O. 

Stump, J. J., 614 S. 19th St., Lincoln, Neb. 

Taylor, E. A., 1718 “Q,” Lincoln, Neb. 

Taylor, O. E., 12116 Forest Hill, Cleveland, 
Ohio. 

Teague, G. H., 216 E. 60th St., Dallas, Tex. 

Teare, Mrs. A. C., 1776 E.-93rd St., Cleve- 
land, O. 

Thompson, J. V., 212 Montreal Ave., Dallas, 
Texas. 


5712 Belmont Ave., 


C. W., Steubinville, Ohio, 


Denver, Colo., and 


Stevenson, 


5618 Dibble St., 


Tobis, Nicholas, Wellsville, Ohio. 

Todd, Mrs. E., 1824 E. 79th St., Cleveland, 
Ohio. 

Toles, Miss E. M., 511 Magee Bldg., Pitts- 
burgh, Pa. 

Tooler, W. M., 714 Linz Bldg., Dallas, Tex. 

Townsend, L. R., St. Joseph, Mo., and 3731 
Delmar Ave., St. Louis, Mo. 

Tramarco, Antonio, Greensburg, Pa., Printer. 

Trexler, J. A., 915 Irwin Ave., N. S. Pitts- 
burgh, Pa. 

Truax, C. M., Roanoke, Va., Stock Sales, & 
Real Estate. 

Tucker, L. E., 46 May S., Worcester, Mass. 

Turck, Charles C., 212% S. New St., Bethle- 
hem, Pa. 

Underdown, Miss Gladys, 1930 M. St., Lin- 
coln, or 2117 Webster Ave., Omaha. 

Unger, Mr. Fred, Copley, New York, 935 
Penn St., Allentown, Pa. 

Urdang, Mrs. 2685 
Cleveland, O. 

Van Cleve, Mrs. F. W., 110 E. University 
St., Waco, Texas. 

Vandergriff, G. W., St. Louis, Mo., Broker. 
Van Elton, E. L., Cleveland, O., 
lyn, N. Y., Detective work. 
Van Mac Nair, John, 3433 Guilford Terrace, 

Baltimore, Md. 

Vanophen, Mr. Jean, Apt. 14- 1405 Van Ness 
Ave., San Francisco, Cal. 
more Hotel, New York.) 

Vick, W. W., 2113 Colby Ave., Dallas, Tex. 


Minnie, 


Hampshire, 


or Brook- 


(Formerly Bilt- 















Marsh 


Hygienic 


Finger 
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Credit Manager Nye 
writes us: 


GENTLEMEN:—For a number of years 
we have used Marsh Finger Pads in our 
office, particularly in the auditing and 
credit departments. We would not 
know how to get along without them. 

I have visited the offices of a good 
many stores here and in other cities and 
seldom found Marsh Pads in use, and in 
such cases usually find that the manager 
has never seen them. 

Whenever I know of a good thing I 
want the other fellow to know about it 






also. 
Yours truly, 

(Signed) A.M. Nye, Credit Manager, 
Wilkins Brothers Company 
Department Store, 

Des Moines, Ia. 

Write Stationers 
for or direct 
price list , from us 


7 
ury s 


DAVOL RUBBER COMPANY, Providence, R. I. 
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Wagner, Mrs. Anna, 9222 Yale Ave., Cleve- 
land, O. 

Waldersee, Henry B., Gloucester, N. J. 

Walker, C. M., 205 Park Hotel, Dallas, Tex. 

Wallick, Mrs. C. W., 1129 “L” St., Lincoln 
Neb. 

Walper, Carl R., Statler Hotel, St. Louis, 
formerly Pittsburgh, or New York. 

Walraven, W. E., Gamer Paper Co., Fort 
Worth, Texas. 

Watson, Adda, 1824 E. 79th St., Cleveland, 
Ohio. 


Watson, W. C., 1820 S. 10th St., Lincoln, 
Neb. 

Weakley, Robert B., 1862 E. 90th St., Cleve- 
land, O. 


Weardon, Mrs. E., 1499 E. 47th St., Cleve- 
land, O. 

Weatherford, H., 
Dallas, Texas. 

Weaver, O. L., 3525 Holdredge St., Lincoln, 
Neb. 

Weeks, Campbell, 
Younge St. 

Weintraub, Molly, Detroit, Mich. 

Welch, Miss Ruth, Hotel 
York, Actress. 

West, Earnest, 219 N. La. St., Bloomington, 
Ill. 

West, Mrs. S. P., 
Neb. 

Weyrick, L. E., 2600 W. 25th St., Cleveland, 
Ohio. 


553415 Columbia Ave., 


Toronto, Canada, 812 


Biltmore, New 


5720 South St., Lincoln, 


White, Chas. W., El Paso, Texas. 

White, Flora, 14345 Euclid Ave., Cleveland. 

White, J. A., Alton, Ill, and Golden City, 
Mo., also Springfield and St. Louis. 

Whittemore, J. T., Denver, Colo., formerly 
Telephone Co., Denver. 

Williams, C. C., 106 Old Govt. Loop, Mo- 
bile, Ala., Chickasaw Ship Bldg. Co. 

Williams, F. M., Dallas Telephone Co., Dal- 
las, Texas. 

Williams, Matilda, 
Cleveland, OQ. 

Williams, Mrs. Sam F., 955 Park St., New 
York, N. Y. 

Winters, J. Merle, Salt Lake City, Utah., 
Window Trimmer. 

Wiswell, James W., 6309 Euclid Ave., Cleve- 
land, O. 

Wolfcomaer, Mrs. 
St., Cleveland, O. 

Woodward, R. H., Havelock, Neb. 

Woolwerth, E. F., 9205 Pierpont, Cleveland. 

Wyatt, Mrs. F. H., 220 Meyran Ave., E. E. 
Pittsburgh, Pa. 

Wyatt, Mrs. M., 1873 East 70th St., Cleve- 
land, O. 


Mrs., 2901 Jay Ave., 


Martha, 2179 E. 46th 


WARNING 


Our attention has been directed to several 
Suits filed by alleged Bogus Check Artists 


i 


against Retailers who had caused their ay. 
rest. 

It appears these merchants filed affidavits 
and signed the information against theg 
persons. 

The proper procedure and the one tha 
will keep the merchant out of trouble igs to cu 
have the Prosecuting Attorney issue the jp. Wi 
formation and warrant. 

These professional Check Artists are usy. sti 
ally well posted on legal details or can find 
some Attorney who will take advantage of 
technical points. 





KAVANAUGH WRITES BOOK ON 
BANK CREDITS 


The Bankers Publishing Company of Ney 
York, has just published a book entitled 
“Bank Credit Methods and Practices,” } 
Thos. J. Kavanaugh, Vice President of the 
Mississippi Valley Trust Company, St. Louis 
Mo. The work is a thorough text book of 
Banking Credit of great value, not alone to 
the Credit Manager of a bank, but to all 
students of Finance and Commerce. 

Before his election to the office of Vice 
President, Mr. Kavanaugh was for mam 
years Credit Manager of the Mississippi Val- 
ley Trust Company. He is a member of the 
Retail Credit Men’s National 
and the Associated Retail Credit Men of & 


Louis. 


2 Date 
Association 








gent basis. 








WE HAVE NO CONTRACT TO SELL YOU 


Whereby You Pay Out Your Good Money For 
COLLECTION SERVICE 


Before Anything Is Collected 





We offer you the livest wide-awake service possible, due to the perfect co-ordination of an 
up-to-the-minute, well equipped commercial law and collection office—and on a strictly contin- 


NO COLLECTION—NO FEE 





DOWS AND WHEELER 


Attorneys For 


ASSOCIATED RETAIL CREDIT MEN 
AND CREDIT BUREAU OF ST. LOUIS 





506 
Chamber of 


Commerce Bldg. 
St. Louis, Mo. 
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A CLEVER IDEA 


Below we reproduce a couple of statements sent out by local retailers to 


customers who have failed to use their charge accounts for 90 days. 
words ““Over Due” on the first statement are printed in Red. 


The 
The Boyd 


statement was typewritten and signed by the Credit Manager. 





Send this stub with your payment—your check is your receipt 


J. S. Wolff Clothing, Co. 


Washington Ave. at Broadway 


St. Louis, Mo. 


Mr. John Doe, 


5663 McBlank Ave., 


City. 


ae “Clerk -— Articles Charges Credits Balance 
a | | 
| OVER DUE. 
| 


| | 
| Ithas been a long time since! you’ ve |bought 
| anything on your charge accjount — |that’s 


why we say ‘‘Over Due.’’ | | 


Our Hart Schaffner & Marx|fine suit}s and 
| Overcoats are now featured |in large |selec- 
|  tions—prices are one-third lower th\an last 
| year. 





Use your account| for 
your wearing app/arel 
needs— no amoun|t is 


| 
too. small to char|ge. 





If you have any reason for 
not using your account please 
let us know. 

















J. S. Wolff Clothing, Co. 


All accounts payable on or before the 10th of each month. 


Goods bought and returned the last few days will be recorded on next month's 
statement. 





STATEMENT 


4: 
BOYD-RICHARDSON 


A COMMON-LAW TRUST 


OLIVE ano SIXTH SAINT LOUIS 


Richard Roe 


1363 Noname Ave. 


City 


TERMS: 30 DAYS. DETACH THIS STUB AND MAIL WITHCHECK § 


STATEMENT FROM BOYD-RICHARDSON. RETAIN FOR YOUR RECORD. 








Date | Items | Charges | Credits | Balance 


| 


You have been too good al customier to | 
stay away from Boyd’s so long. 


The Credit Department is| very lanx- 


ious to have you realize that as al\ways 
we should be happy to serve) you. 

BOYD’S, 

Boyd-Richar|dson 


G. B. |HAAR 
Credjit Manag/er 








| 
ee 
| | | 


NOTICE—THE LAST FIGURE IN THE ““BALANCE" COLUMN REPRESENTS THE TOTAL 
AMOUNT OF THIS BILL. 


PURCHASES AND CREDITS OF LAST THREE DAYS OF THIS MONTH WILL APPEAR ON 
NEXT MONTH'S STATEMENT. WHEN REMITTANCE IS MADE BY CHECK, WE 0O NOT MAIL 
RECEIPTED BILL UNLESS REQUESTED. 
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Be Des Ses Ses Se Bis Bam Bm Bes Ss Ra Sue Bs Qs Sys Qo By te ee 


A Merry Xmas and 
A Happy New Bear 


RS CRI GP GPRS ENS REY A PS PS A A OA ER RR OR HS OE 


| We Wish Yau..... 


We Thank You..... 
For a Prosperous ¢ 
1921 F 


ms 


To Serve You Buring E 
: 1922 g 


: “We Get the Coin” 
i “We Pay” 











“eee “ere rr. 
4. G. Bittleston Lam & Collection Agenry, Jur. 
Suite 1211 Citizens National Bank Building 


Los Angeles, California i 

























Order from 
National Office 





a Membership Sign! 


Every member should have one of these handsome signs 
hanging in a conspicuous place in his office where cus- 
tomers will see it. 


They are in gold and black on cream-colored celluloid 
with metal back, and will not tarnish. The cost is 
only fifty cents. 


THIS STYLE FOR INDIVIDUALS NOT MEMBERS OF 
A LOCAL ASSOCIATION 

















THIS STYLE FOR MEMBERS OF A LOCAL ASSOCIATiON 





MEMBER MEMBER 
RETAIL RETAIL 
CREDLT CREDIT 
MEN’S MEN’S 
NATIONAL ASSOCIATION 





ASSOCIATION OF THIS CITY 






































No business too large or too small - 
Jy visible control shows 
the facts ata glance. 


Franklin Simon & Co., 
N. Y., is one ot the 
many Big Stores that § 
have tound RAND Sys- 
tems make for greater 
efficiency in their Credit 
Departments. 


PITPELIETI ELT 
TELE EITE 





Credit Protection 


[N these days of “slow pay’, close profit, and delinquent accounts—your credit 
department must be extremely cautious about extending credit to doubtful 
customers. Never before have your credit accounts needed such careful watch- 
ing and yet to embarrass a customer means loss of business. 
Now is the time to decide to install the RAND Credit System for it will save its 
cost four times over the first year in operation by protecting your store against 
—extending unwarranted credit 
—embarrassment to charge customers 
—driving business to your competitor. 
Investigation of the RAND Credit Authorization System with its per- 
fected signalling feature costs nothing. Why not consult us today. Full 
information will be sent by return mail without obligation. Address 


RAND COMPANY, INC., Dept.12 North Tonawanda, N. Y. 


Branches in 52 principal cities 


Business Control Thru 


VISIBLE RECORDS 


YOU PUT YOUR FINGER ON IT 
INSTANTLY—BECAUSE YOU SEE IT 























